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Take 
Time to 


Read 


The first and only 


verse we ever learned 
went, “If a job is 
once begun, never 
leave it ’till it’s done; 
be the labor great or 
small, do it well or 
not at all.’’ Finish it. 
Page 73, this issue. 
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The Man Behind the 
Counter found a fel- 
low “Out West” who 
was so busy watch- 
ing the boy load a 
stove on a dray that 
he didn’t have time 
to say ‘‘Hello.” Are 
you the man?” Page 
74, this issue. 


When spring peeks 
in the frost goes out. 
So does everybody 
else. Kearney tells 
us how to cash in on 
this weather that 
turns everybody out- 
doors. Page 77, this 

issue. 
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Coming Next Week 


Ever think it would pay you to send 
your clerks to school? Many merchants 
are doing it. Some .of the clerks are 
fifteen, some are fifty. It pays them 
both, and the boss, too. Read about it in 

next week’s issue. 


Sporting ‘Goods—Hazleton Hard- 
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Insure 
Your 
Future 


Hi, pal, does 
thumb itch 


your 
to—. 
out and learn 


that itch is like be- 
fore you try to really 
goods. 
Page 80, this 


sell sporting 
Righto! 
issue. 


© @ © 


A fellow out of the 
army put this acces- 
sory department on 
How he did 
it, how he is doing 
it, and how YOU can 
simple 
Page 83, 


its feet. 


do it is a 
story. 
’ 


issue. 
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Wow! The biggest 
housefurnishings de- 
Ohio 
hardwaredom on the 
FOURTH floor. 


partment in 


Doubled his 


when the department 
How did 
Page 86, 


went up. 
he do it? 
this issue. 


to feel 
the purr of a reel, or 
trigger - finger 
No? Then get 


your 


what 


this 


sales 
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Every Car 
Needs a Home 


Think of the five million cars 
that are used in this Country. 
Think of the thousands of new 
cars that are sold every year. 
Think of the big business in 
autos right now. Every car 
needs a home. Think of the 
old garages that need new fix- 
tures—of the new garages be- 
ing built that will require 


DOOR SETS. 


Think of the sales possibilities 
of 





No. 800 


NATIONAL 
Garage Door Sets 


Think of NATIONAL advertising which 
keeps NATIONAL GARAGE HARD- 
WARE in the public mind. Think of 
NATIONAL performance, the easy 
method of opening and closing garage 
doors when swung the NATIONAL 


way. 


Now think of the way we help you get, 


this business. When you learn of a 
person who intends building a garage— 


send us his or her name and address. 









Note the Convenient 
Method of Packing 


We'll ‘follow up” with a personal letter 
to that prospect—a letter that will 
“strike home.” It will not only describe 
NATIONAL GARAGE DOOR SETS 
truthfully and convincingly, but in a 
way that will ‘‘swing the customer”’ to 
your store. 


NATIONAL GARAGE DOOR SETS 
and BUILDERS’ HARDWARE are 
built in styles for every need. 


Write for Catalog. We 
supply you direct and 
treat you so squarely 
you ll never have cause 
to deal elsewhere. 


Try Us And See 


National 
Mfg. Co. 


Sterling, Ill. 
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The Man Behind the Counter Sends 
a Line from Lincoln 


“ LAWSY,MAN. 


DIS AM SOME. , 
LOAD T'CARRY. 
! 





Business 
Prospects 
Bright 


“ S'ARITE SAM 
« AFTER jury | 
THERE AINT 
GOIN’ To BE NO 
MORE LOADS!” 


“Busy Man” 
Loses 
Sales 








By LLEWw. S. SOULE 
The Man Behind the Counter 


LD MAN MISGIVINGS says “man born of 
C) woman is of few days and full of promises.” 

Probably the hardware dealers who have been 
looking for the weekly news letter of “The Man 
Behind the Counter” were beginning to think that 
Bill was right, and that this was only another case 
of misplaced confidence. However, this is one time 
that the fortune teller had the right hunch, and our 
promises are 100 per cent to the good. 

It was some job to get ready for a three months’ 
jaunt across the country, but I made the start on 
schedule time and pulled out of Chicago on the 
evening of April 10, with luggage enough to start 
a pawn shop. There was a Graflex camera that hits 
the scales for about 25 pounds, case and all, and a 
so-called “Chautauqua case,” that looks like a cross 
between an overgrown suitcase and a young truck. 
Chautauqua speakers are said to carry them gen- 
erally in dry districts. You should have seen the 
face of the first Pullman porter who attempted to 
pick it up. “Fo’ Gawd’s sake, misto,” he said, “you- 
all must be going around the world.” 

Also I have noticed that traveling salesmen take 
one look at it, and offer me a cigar. They then begin 
talking of the disadvantages of dry territory. Every 
time I see an officer’s star I look for a direct appli- 
cation of the Search and Seizure Law, and I dread 
the job of trying to get all that junk back in place 
again. If I ever strike a town without a hotel bus 
I’m going to sleep in the depot. 

Well, we arrived in Lincoln close around noon, 
and the first man I ran into was Elmer Henkle of 
the Henkle-Joyce Hardware Company. A few min- 
utes Jater we were trying out a luncheon at the 
Commercial Club and swapping selling experiences. 
Henkle is a jobber now, but he started as a retailer 
and still has the proper respect for the fellow who 
sells the goods. We spent an hour or two discussing 
business conditions in Lincoln and vicinity, and I 
walked back to the house with him before starting 
on my regular rounds. 


Bad Advice from Auction Company 

HEN we arrived at the firm’s office we found 

something very much like a frown on the 
generally good-natured face of Henkle’s partner. 
As a matter of fact, Joyce was “riled,” and with 
good reason. It seems that a certain sales and 
auction company had been sending circulars out to 
the retail trade, and the wording of these circulars 
was such as to stir the fighting blood of any reliable 
business jobber. One paragraph ran about like 
this: ‘The most reliable wholesalers and jobbers 
are telling their best trade to unload before fall, and 
are even going so far as to tell them that if dealers 
see stocks and prices tumble, they must not blame 
the jobbers.” 

Evidently this concern had not found the hard- 
ware merchants of Nebraska ready to tackle the old 
auction game, and was endeavoring to drum up a 
little trade. Of course the argument advanced was 
pure rot, as no reliable hardware jobber has ex- 
tended any such advice to the trade, and Joyce had 
just sent the circular distributer a courteous letter 
to that effect. Evidently this letter got under the 
skin of the auction house man, as his reply was one 
which virtually proved the writer to be all out of 
touch with actual business conditions. He might 
qualify as a guesser, but never as a prophet. 

Be that as it may, the circular failed to make 
much of a hit with Lincoln hardware dealers. Those 
who wasted the time to read it evidently took it for 
an overdone attempt to get business and immedi- 
ately forgot it. I talked with every dealer in Lin- 
coln, and I failed to find a single one who did not 
express the belief that there was more chance for 
loss through not carrying sufficient stock than 
through any merchandise declines that will appear 
this year. They are not overbuying or speculating, 
but they are keeping stocks at a reasonable leve! 
with the full expectation of selling at a profit. There 
are no easy marks among the Lincoln hardware 
dealers, and none of them require an auctioneer. 
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Here is Mr. Soule’s invitation to hardware men of the West: 


“If your window trimmer needs assistance, I will be Johnny on the spot. If 
your clerks wish to learn more about salesmanship, my time is theirs. If the 
“Boss” wants market information, he has only to ask. From the time I enter 
your store until I leave your town, I am yours, without salary. All I ask in return 
is an opportunity to dig up the methods that have helped you to make good, so 
that I can pass them on to the rest of the trade. 


“This much I am going to tell you about the trip: The big towns on my route 
are Denver, Cheyenne, Great Falls, Spokane, Everett, Seattle, Portland, San 
Francisco, Los Angeles, and others on the way back. Between these cities are 
scores of smaller towns, and I will do my best to visit every one of them that 
harbors a good live hardware merchant. 


Get out your question box, and oil your ideas in readiness for a swap.” 


If you are on the route, watch for me. 








Business Prospects Bright 


| Fapeetneerwy is in the midst of a farming district 

second to none in the State of Nebraska, and 
both the crop and business prospects never looked 
brighter. 

The farmers don’t raise spring wheat in that dis- 
trict, and I guess it is a good thing that they don’t. 
They would have to plow up the lawns and flower 
gardens if they took on any spring wheat, and still 
kept up their corn yields. If any of you Eastern 
and Southern fellows think that the Western 
farmers are overlooking that $2.26 wheat bet, you 
have a guess coming. Unless crop prospects take a 
mighty sudden change, Hoover will have to forget 
the substitute idea. It will be almost disloyal for 
a fellow to eat anything else but wheat products 
next season. Naturally, all this looks good to the 
hardware man of Nebraska, and he is expecting a 
record business year. 

Around Lincoln they had a partial crop failure 
last year that put a slight crimp in collections and 
sales, but the coming season bids fair to wipe the 
slate and chalk up a nice little profit. 


Some Washing Machine Country 


“THE manufacturers of washing machines say that 

the hardware man has slipped just a little in 
his sales of the better power types of washers. Pos- 
sibly that is true, but it isn’t the case around Lin- 
coln. Practically every dealer in the town carries 
a line of electric washers and is pushing it strong. 
One man I talked with carries an exceptionally good 
line of stoves and ranges, and I remarked that he 
must have a dandy business in the line. “Yes,” he 
said, “I have got a fine range business, but if I had 
to drop either my line of ranges or my line of 
washing machines, I guess I would have to let the 
ranges go.” 

That man’s sales were mainly the electric type of 
machine, and he was a real washer salesman. Some- 
time I am going to tell you more about him, and I 
won’t spoil the story now. 


Lincoln Dealers Overlook One Good Bet 


| THOUGHT I was going to get out of the Nebraska 
capital with only a volume of praise, but I know 
that my good friends in Lincoln will forgive me for 


calling attention to a line that isn’t getting the at- 
tention it deserves. I visited every hardware store 
in town and I failed to find a real, complete auto- 
mobile accessories department anywhere. 

However, I did locate one dealer who sees the 
writing on the wall and is preparing to go after the 
accessory business. Possibly the Lincoln dealers 
fear the competition of the garage and the straight 
accessories store. I only wish they could see what 
Beatty has done in Clinton, Ill, or Shipley in La- 
fayette, Ind., with that sort of competition. 

Some day I am going to make Lincoln another 
visit, and I am hoping to see more of that line of 
merchandise we call motor hardware. They are too 
good merchants to long overlook a bet like this. 

The Taxi Driver Gives Me a Tip 
UNDAY afternoon I rode from Lincoln to Grand 
Island on the accommodation train. The name 
is a good one, as this train accommodates every man 
along the line who wants to ride over six blocks. 
I had about given up when we finally drew into the 
station and I started for a hotel. 

You know, I think everybody that can possibly get 
away is traveling in Nebraska right now. You can 
hardly get a seat on a train, and a hotel is out of 
the question, unless you send in a reservation at 
least a week in advance. I practically bought a 
taxi in an effort to locate a sleeping place for the 
night. j 

I remember particularly one dismal-looking struc- 






“Every dealer is carrying a 
line of electric washers and 
is pushing it hard” 
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PRETTY WORK. 
PRETTY WORK! ” 
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Too busy to say “Hello” 
ture we drove up to. The driver confided in me as 
follows: ‘“‘You kin probably get a room here, but 
they raid the place pretty often. You’re safe enough 
if they don’t find any extra wimmin with you.” 
We didn’t stop. You see, I don’t care to explain 
any raids to my better half when I meet her in 
Spokane. Finally we located a place where there 
was less prospect of excitement, but more oppor- 
tunity for sleep. 


The Original Busy Man 
Ts following day I visited the dealers of Grand 
Island, and found most of them to be real live 
wires. As a whole their stores are better than the 
average in towns much larger than Grand Island. 
However, I met one exceptionally busy man. He 
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was actually so busy that he could hardly say 
“Hello!” and much too busy to talk to a trade-paper 
editor. I had a few pointers of real interest for 
him, but the poor fellow was too busy to listen. | 
watched him for a little while in the hope that there 
might come a lull, but no such luck. He was a 

tually so busy watching his delivery man load a 
stove that he couldn’t stop to wait on two prosper- 
ous-looking farmers who had dropped into his store. 
They hung around for a time and then left. Later 
I saw one of them purchase a high-grade range and 
a washing machine from a dealer up the street who 
was unlucky enough not to be busy all the time. 

I felt slighted at first, but I have forgiven him 
now, because his perpetual busy streak gave me 
longer opportunity to swap ideas and kinks with a 
fellow by the name of McAllister, who is never too 
busy to be courteous. We pulled off some real 
trades, and, confidentially, I think I really got the 
best of the deal. 

To-day I had an invitation to visit Alliance and 
will tell you about it later. 

It is raining and there is still snow in the shady 
places. I am facing a five-hour night ride on a 
slow train. That should be excuse enough for me 
to close this letter, without even the usual “hoping 
you are the same.” 

However, I am getting back among those nail 
bins and bolt racks, and as Harry Macrae says, “I 
am just as happy as if I had good sense.” 

Yours until next week, 


THE MAN BEHIND THE COUNTER. 


And Heckler Brothers Will Have a Better Paint Department ! 


Heckler 


srothers, 


will be an improvement in every way over the old one. 
this old one it will be SOME paint department. 





the Pittsburgh hardware hustlers, are getting into a new store, one that 


If the new paint department beats 
Study the arrangement 
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- Listen, Friend, Spring Is Here 


The Home Owner and the Mail Order Man Know It—Let’s Quick-Step to 
Spring Profits 


By PAUL W. KEARNEY 





Fever and Spring Fixing. 





Here Mr. Kearney Brings Us a Breath of Spring as Pungent 
as Arbutus and Rich in Merchandising Suggestion—He Also 
Hands Us Ready-made Spring Form Letters That Will Help 
Move Seeds and Garden Tools, Paint and Varnish and a Multi- 
tude of the Implements and Materials That Go With Spring 








and slick up his fences a bit. Mrs. Cooper 

is all ready to clean house from stem to 
stern. The next-door neighbor is digging up his 
hammer and saw and nails, and he’s going to fix 
up that blamed chicken wire. 

If you could leave your store for a day and drop 
in on the Coopers, don’t you think you could help 
them along by making appropriate suggestions? 
You could show Mr. C. just where it would be to 
his advantage to use the particular brand of paint 
you carry; you could remind Mrs. C. that some 
floor wax, furniture polish, mops—perhaps a 
vacuum cleaner or sweeper—would help her con- 
siderably in her expected task. And you might 
even persuade the neighbor to use some of your 
chicken wire and steel fence posts instead of trying 
to mend the old one. 

Now there are hundreds of Coopers and Coopers’ 
neighbors in your community. As Spring gets 
closer they are all beginning to conceive the same 
thoughts more or less. This has to be fixed; that 
has to be painted; something else renewed. It’s 


M: COOPER is going to paint his garage 


almost time for seeds; garden tools will soon re- 
place furnace shovels; spades will oust snow 
scrapers. 
How Spring Sells Seeds 

OUR market is wide open—it beckons to you. 

Go to it! How? Why, just the same way the 
mail order house does; call on them when they are 
thinking about these very things. Do you sup- 
pose the seed men in Chicago, New York or St. 
Louis wait for the Coopers to decide upon what 
they want? They go right down to Cooper and 
say to him: 

“Now here are some dandy things for 

your place: Dusty Miller and a little bor- 

der of wax-leaf makes a nice little bed. 

Or morning glories for this square plot. 

And nothing looks prettier around the 

entire house than a double or triple row 

of tulips. These crimson ramblers will 

take some of the bareness off your garage, 

etc., etc., ete., etc.” 


The result is that Cooper, with the Spring Fever 


When you are sending out spring form letters don’t forget to build a live, sales-pro- 

ducing spring display in your window. Here is a good example, a window that boosted 

business in seeds and garden tools for the Hazleton Hardware Co., Hazleton, Pa. 
Note the seeds displayed in the large sectional tray on the floor 
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in his blood, the Spring Step in his heels, the 
Spring “Rummage” in his finger tips, just can’t 
wait until he gets down to your store—he buys 
right away. 
A Letter Pushing Paints and Specialties 
THT is your cue. Don’t wait for Cooper’s en- 
thusiasm to be jockled by the Mail Order cir- 
cular’s visit until it just spills over and runs out 
to Chicago in a return, stamped envelope. Get that 
stuff yourself—send him a letter like this: 
Mr. James H. Cooper, 
36 Elliot Street, 
Gotham, New York. 
Dear Sir: 
Isn’t this Spring Fever the “grand and 
glorious feeling”? Just makes you want to 
get out in the fresh, moist earth and dig! 
The best cure in the world for that feeling 
is rubbing your sole leather against a gar- 
den spade—and digging. 
After the long Winter months there are 
a great many opportunities for the en- 
joyment of that desire. For Springtime 
is the accepted. season for “pottering 
around the place.” There are some broken 
hedges; some busted fences; some paint- 
shy boards on the garage; a few broken 
lights of glass here and there. Why not 
give your car a new Spring coat. You 
can paint it yourself, and do a good job. 
There are the flower beds and the vege- 
table garden. It will soon be time to give 
the soil a turn and freshen it up a bit. In 
the meanwhile you’ll want to be deciding 
on what to use this year along that line. 
Mrs. Cooper has that little “Spring- 
bug,” too. The windows are shooting up 
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now when the sun is high, and the good 
fresh air is whipping through the rooms. 
After it gets a bit warmer she’ll be on a 
cleaning rampage that will make a brand 
new looking home out of the old one. And 
she’ll need help: soap; mop; dusters; 
cloths; brooms; paints; varnishes; oils; 
polishes; wax; and a hundred and one 
things. 

The “Springbug” has us all—so we just 
slipped this little list of suggestions in 
with this letter so that you will be able 
to refresh your memory on the things you 
need. You can check off the items that 
are urgent, and call us up to-morrow. 

You can drop in to see us about the 
others at your first opportunity. And you 
won’t have to lose any time getting your 
shoe on that spade. 

Cordially, 


Pushing Paints Among the Farmers 


N this letter, as noted, you will enclose a list of 
appropriate things as dictated by the locality 
in which you live, the customers you are after, 
and the stock you carry. You know best what to 
suggest. If the nature of your trade is more of 
the farm variety than the town or suburban, you 
can use a letter like this: 
Mr. Henry L. Dawson, 
R. F. D. 4, Barns County. 
Dear Sir: 

Even though you’re glad to see the 
robins back again, Springtime means a 
season of hustle for you. There are a 
great many things the progressive farmer 
has to take care of before it gets time to 


When pushing paint and varnish in your spring drive, don’t forget the profitable paint 


specialties. 
mirably to special sales effort. 


For instance, any of the popular automobile finishes lend themselves ad- 
Here is a small but attractive trim that contains little 


except manufacturers’ sales helps : 
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Let Your Window Help Boost the Sale of Victory Bonds 


The last Liberty Loan campaign, known as the Victory campaign, is under way, and hardware men 
as usual are doing their utmost to send it over the top with a big oversubscription. We've about 
finished the job over there, now to finish it over here and pay the fiddler. Victory Loan window 
displays will help the bond selling campaign tremendously. Here is such a display, simple but com- 
pelling, in the window of the Franciscus Hardware Co., Tyrone, Pa. The battleship and the sub- 
marine are made of hardware items out of stock. 





roll up the sleeves and dig out the straw 
hat. 

Old Man Winter has a queer way of 
mussing things up, and in the job of 
mending things after his visit, we are 
offering what assistance we can by send- 
ing you the attached list of hardware and 
paint items which you will undoubtedly be 
able to use. A little paint applied now 
will protect your buildings and imple- 
ments from Summer sun and rain. 

The catalogs will give you further ideas 
along these lines, so that after supper 
to-night you can run through the lists and 
get an idea of what you need. To-morrow 
the boy can drive in with your list and 
take everything home with him—no two 
or three weeks’ delay that you would have 
to put up with in buying out of town. 

Or perhaps you’d rather look over our 
stock yourself. There may be some im- 
plements or supplies we hadn’t thought of 
that a personal call will suggest. The 
main thing, though, is that if the weather 
keeps like this there won’t be any time to 
lose. 

We hope it does—and that it will bring 
with it the best production returns you’ve 
ever had. 

Cordially, 


Follow Up by Store Suggestions 


N conjunction with these letters, of course, you 
will use your windows to back up the campaign. 


The ocean consists of nails 








Displays of some of the most commonly used items 
mentioned in these two circular lists will not only 
reach people to whom the letters did not go, but 
re-enforce your suggestions in the minds of those 
who did read them and have occasion to pass your 
store. The psychology of that is the constant 
reminder—a brother to the “constant dropping“ 
which wears away stones. 

One of your problems will be compiling a list 
of prospects who should receive the letter. But 
that is easy: the telephone book is one, source. 
People who have telephones are usually desirable. 
Your State capital will furnish you with the names 
of those neighbors of yours who own automobiles. 
They, in turn, are usually “better off” than those 
who do not. 

Perhaps you can find out from the local light- 
ing company the names and addresses of their 
consumers—electricity or gas. If the company 
officials won’t, then try one of the employees. Five 
dollars will be cheap for a list like that. If you 
have a list of your regular customers, it might 
pay to make the letter a little more personal by 
addressing it to “Dear Mr. Blank.” But these 
are just a few suggestions that you can work up 
and develop to suit your own circumstances. 

The main point is that there’s nothing which 
would be a greater convenience to me, and my 
neighbors, and their neighbors, than the far-sight- 
edness of the hardware man who would furnish 
us with suggestions like these, and it would help 
a lot if you would slap some paint, and seeds, and 
garden tools, and other Spring “fixings” in your 
windows to work hand-in-hand with your letters. 
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Put a Specialist 
Sporting Goods 
Department 


The Sportsman Buys Goods from 
a Fellow Sportsman in This Big 
Erie Store—‘‘We Don’t Have 
to Run to a Catalog to Find the 
Range of a 280 Ross or a 302, 
We Can Tell Him the Minute 


He Asks the Question”’ 


in Charge of the 





By H. W. GOELLER 


Sporting Goods Dept., 


IRST, if you do not like sports, if you do not 
F understand the game, you certainly have no 
business behind the counter in a sporting 
goods department. In plain American slang, one 
has to be a “nut” on sport if he ever intends to 
make a success of selling sporting goods. And 
let me say.right here, that the writer is one of 
those “birds” that would rather sit down and 
talk about a 30-30, or a 22 Hi Power than to eat 
a good square meal. 
But to get down to the story of selling sport- 
ing goods on a big seale, I am- going to give 


In this Erie store one entire side is given to 
and 16 ft. high. 


Erie Hardware Company, Erie, Pa. 


HARDWARE AGE readers my actual every-day expe- 
rience, the methods I use and how I invariably 
land my man, if he is at. all interested in a gun, 
rifle, revolver or fishing tackle, or any other arti 
cle along the sporting goods line. 

Our store is located in the heart of the business 
seetion of the city. We have three big show win- 
dows, one of which is devoted exclusively to sport- 
ing goods. This window is changed weekly. We 
have sporting goods in it at all times, but it never 
gets stale. You can pass this window any hour of 
the day, and until 10 o’clock at night, and you 


sporting goods—a section 40 ft. long, 8 ft. wide 


Note the gun cabinet and the wall display panels 
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will always find from five to ten interested fel- 
lows: trying to pick out some particular article 
that he will buy later. Sometimes I trim this 
window with deer skins, bear skins, game heads, 
and, in fact, anything I can get hold of that will 
attract attention and stop the men, for I have 
found from experience that if you can stop them, 
it is a hundred to one bet that they will be your 
customer sooner or later. 


Entire Side of Store for Sporting Goods 


Nie we will go back into the store. We find 
one entire side devoted to sporting goods, a 
space approximately 40 feet long by 8 feet wide by 
16 feet in height. There are four big show cases 
running the entire length of the department. In 
these cases are displayed an assortment of things 
that appeal generally to the sporting element. On 
the side we have nine more big show cases with 
glass doors which we use for guns, rifles, tennis 
rackets, etc. Each of these cases has electric 
lights that show the goods to advantage. 

Our greatest selling feature is our sample doors. 
They are in eighteen sections, each section having 
two doors, upon which are samples of the goods 
found behind them. There are on the thirty-six 
doors about 400 items of sporting goods which 
represent a sample of everything we have in stock. 
Then from the ceiling we have hung on strings 
such things as punching bags, boxing gloves, 
bicycle tires, etc., in a way that does not detract 
from the general appearance of the department. 
This idea alone has increased the business on 
these articles 100 per cent. 

We keep surplus stock on the shelf above the 
sample doors and in the drawers below the wall 
cases. 


Know the Line 


F a man comes into this department with any in- 

tention of buying, you can just bet your last 
dollar that he will not get away without taking 
something with him. We have a big business 
mainly because we have things displayed prop- 
erly, and we know our line. We make our cus- 
tomer understand that we know as much, or more, 
about the article he intends to buy as he does. 
If there is anything he wants to know we can 
tell him; we don’t have to go to a catalog to find 
the range of a 280 Ross or a 303, we can tell him 
the minute he asks the question. This alone 
makes him feel that he is in the right place. 

The writer is secretary of both the rifle club 
and the gun club of our city, and by being a 
shooter and mixing with the boys that shoot we 
get our share of the business along this line. A 
man who is going to buy a gun, rifle or revolver 
invariably comes to one that is interested in 
shooting. He likes to hang around and nose over 
things. Let him take his time, and yours, too, 
for that same man is going to leave his money 
in your place. 

Speaking of taking your time, I want to relate 
an instance that happened one Saturday evening 
in January. Four fellows walked up to my re- 
volver case and asked to see some guns. I showed 
them several. I did not insist that they buy. We 
talked about everything in general, including the 
new gun and rifle club, for nearly an hour. When 
9 o’clock came we closed the doors. Then three 
of those fellows bought revolvers and cartridges 
at $19.50 each. On the following Wednesday the 
fourth fellow came back and bought a $22.50 
rifle. A day or so later one of the other three 
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These sample doors, 36 of them, are a big selling 
feature—the cartons of goods are behind them 


came back and bought two more $19.50 revolvers 
for friends of his, which made a total of $120 
worth of business for one hour of my time. 

Those fellows are my customers from now on. 
I could tell you of many instances which show 
that in order to sell sporting goods one has to be 
a good listener and a good mixer. 

The goods we have are so attractively displayed 
that many fellows who come into our store for 
other things usually end up in the sporting goods 
department, where they will spend a dollar or so 
for articles that they never thought of until our 
display gave them a suggestion. 


Always Have “the Little Things” 


NOTHER thing I have specialized on is to 

have the little things they want, and this has 
added many-a dollar to the department. Of 
course some of the things I may not have a call 
for in weeks, but when I do I have them, and it 
certainly has done wonders in the way of making 
my department strong with the sporting trade. 
We have at least one box of every kind of cart- 
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Hardware Age 





* Attention 
Erie 






We have just returned 
from the Spalding head- 
quarters and we 
brought back with us a 
mighty fine assortment 
of athletic supplies and 
y the little things that you 

must have been need- 

ing can now be found 


here 


Boxing Gloves, Punching Bags, 
Khaki Sweaters, Basketball Pants, 
Shirts, Skull Caps, Balls, Medicine 
Balls, Bladders, and Many Other 
Things. 


Our Sport Department has been enlarged to 
accommodate our increasing business and we can 
take care of you—we're Interested in sports—we 
understand them and we can talk them intelli- 
gently 


Gloves and Bags 


You will find 'em here 
in a variety that will suit 
you and we back every 
one of them for good ser- 
vice. 

Gloves, $4.25 to $9.00 
Bags, $2.25 to $9.00 
Come in and nose 

around—get acquainted 
with us and we will bef 77 


glad to give you the glad ey” ‘te 
kand of sportsmanship g 
because we fish, we hunt, 


we shoot and we know 
the game from actual ex perience 


(The Live Hardware Stoce) 





wap 1220-22 STATE ST. 





Don’t let the “disinterested clerk” try to sell 
goods to a sportsman. 


tomer over to the real sportsman-salesman. 


Have him turn the cus- 














ERIE HARDWARE (0 
< 


The Erie Hard- 
ware Company 
doesn’t put in a 
stock of sporting 
goods and then sit 
back and twiddle 
its thumbs. It tells 
sportsmen about 
new goods when 
they arrive, in 
newspaper adver- 
tising. Then it 
hits the prospec- 
tive customer by 
window displays 
when his hands 
are on his purse. 
One window AL- 
WAYS contains a 
seasonable sport- 
ing goods trim. 
In the store the 
goods are dis- 
played so well 
that they would 
be able to sell 
themselves, but 
real sportsmen- 
salesmen are 
ready to help 
them out 


ridge made, and when a customer comes in and 


wants some old-time cartridge, he gets it. 


My 


department scores another hit with that particular 


shooter. 


I have added poker chips, black jacks, daggers 
and such things that make the women folks 
shudder, but as the old saying runs, “it’s the little 
things in life that count,” and this department 


certainly has them. 


‘ 


One of the big mistakes one invariably sees in 
a sporting goods department is the disinterested 
clerk trying to sell an interested man a shotgun, 
rifle or something along the sport line. More 
trade is lost in this way than in any other, simply 
because the clerk does not understand his busi- 
ness. 

We don’t do that in our store. The customer is 
“turned over” and he is sold what he came in for. 

A tool man cannot sell sporting goods, neither 
can a sporting goods man sell tools. As I said at 
the start of this article, one has to be a “nut” on 
the sporting goods line. He must think, he must 
naturally have the sporting goods air, so that 
when a man comes into the department he can 
size him up in an instant and know if he is a 
good buyer or just a man that wants to buy any 
time within months. 

If you are interested in your department, if you 

are a dyed-in-the-wool sporting goods man, you 
can tell your customer the second you lay eyes on 
him. And, by the way, it will not take him any 
longer to find out just how much you know about 
the business. Therefore my policy has been to 
beat him to it, then you have him coming your 
way. 
I try, to the best of my ability, to make him 
believe that there is no other place to buy sport- 
ing goods than our store. By this, I don’t mean 
that I play the “knocking” game. When he leaves 
our place he has a fair idea if he has met up with 
the right sporting goods department of the city. 

If a man comes in and we don’t land him, well, 
we know we’ll get him if he is going to buy. Take 
a good, thorough look at the reproductions of our 
department. What is your verdict? Wouldn’t 
YOU like to buy there? 


Fishing Tackle, Tennis and Baseball Goods Make Attractive Trim 


The display man of the Hazleton Hardware Co., Hazleton, Pa., has here used the 


appeal of sporting goods to good advantage. 


Sporting goods speak for themselves in 


the sportsman’s language 

















Putting Accessories on Their Feet 


By FRANK FARRINGTON 





A simple but convincing oil, grease and radiator compound trim built by H. Breurn, 
window trimmer for Barker, Rose & Clinton, Elmira, N. Y. 


UBA JENNINGS had been in the hardware 
7, business in Frederickton for ten years. He 

had carried automobile accessories as a side 
line for at least five of those years, and his sales 
of that line hadn’t paid enough profit to take care 
of the cost of handling it. He didn’t know that 
until he was led to install a system of bookkeeping 
that showed him what each department was doing. 
He found the accessories department was costing 
him money because the turnover was so slow. 

About this time a young man who had been his 
head salesman before he went to war, came back 
from the service and started in as head sales- 
man again. This young man, Marvin Pike, had 
made good use of what spare time he had in the 
service. Instead of shooting craps out behind 
the mule sheds he had been.in the camp library 
at such times, reading up on business subjects 
fitted to the hardware trade. Instead of sitting 
around the latrine, gossiping and kicking about 
the delay in getting mustered out, he had dis- 
cussed store methods with the fellows he found 
who had been in business and who had some ideas 
of their own along those lines. 

So when Pike came home and got into the store 
again he had something in his head that wasn’t 
there when he went away. He had a different 
point of view, and you know, we often gain a 
good deal just by getting out and talking things 
over with some other fellow and getting his point 
of view. 

Zuba came to a point where he had to decide 
what to do about the accessories trade and he 
called in Pike. 

“Marvin,” he said. “We’re losing money on 
automobile accessories. What’ll we do to make 
‘em pay—or would you throw ’em out?” 

“Will you put that department in my hands 
for a month?” the young man asked. 

“Sure, if you think you can make something 
out of it. Go to it. It’s that or throw it out, I 
guess.” And so it was arranged. 


How He Did It 


DROPPED into Jennings’ store the other day 
and Pike had then been handling the accesso- 
ries for a couple of months. He told me, when I 
got to visiting with him about the line, that he 
had taken over the management of it as I have 
described. He told me, also, what he had done 
and I had to agree with him that he had put it 
over. 
“T found first,” said he, “that the bulk of the 


money in that department was invested in tires, 
and in tires of slow selling sizes. Some slick 
salesman had loaded the boss up when he thought 
prices were going higher and in the lot was too 
large a proportion of slow sellers, over-sizes and 
the like. That meant a lot of money tied up that 
almost never would turn over. 

“To reduce the investment in slow sellers,” con- 
tinued the dealer, “I arranged to trade in these 
slow selling sizes and to get sizes we wanted. 
This cost a little sacrifice but not much and it 
put the tire stock in pretty good shape and I set 
to work to eliminate the sizes nobody wants and 
just carry those that sell. 

“This got me down to where I could figure that 
the whole department wasn’t going to be hampered 
by having to drag along an overload of tires. 
Tires are all right, but they want to be kept roll- 
ing instead of piled up flat in the back room.” 

“They run up into money pretty fast,” I sug- 
gested. 

“Money! Say, you run a car. You know what 
it does to your bank account just to get one new 
set of tires for it? Well, think of carrying a 
stock of tires for everybody’s car. Well, so much 
for tires. I looked over the rest of that accesso- 
ries stock. I found a good deal the same con- 
dition in other lines. Take flashlights and bat- 
teries for them, and lamp bulbs for headlights. 
There were plenty of the sizes and styles that 
nobody wanted and none of some of fhe ones 
most in demand. It looked as if the one who was 
watching that stock thought that as long as there 
were plenty of bulbs, why buy more, never think- 
ing there might not be any theré of the right sizes 
or voltage. 

“T got the stock adjusted in these lines. Fire ex- 
tinguishers were not in stock at all. I got hold of 
a good advertised brand of those, and I looked up a 
good popular-priced vulcanizer that could be used 
by the average owner. I did the same all along the 
line. I stocked with the things we needed before 
I went after the business. Now let me tell you 
how I got the trade away from the other fellows— 
because, you know, I had to get it from somebody. 
I couldn’t just develop brand-new business.” 

“You tell it and I’ll listen,” I said. ‘“That’s what 
I’m here for.” 


Selling Fire Extinguishers 


ssWVELL, about fire extinguishers. -I was sit- 
ting on the steps of the Y. M. CA. in camp 
one day talking with a fellow who had been in the 
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hardware business and got drafted out of it, and 
he told me how his boss had pulled in the business 
on fire extinguishers. 

“First he went to the insurance agent who in- 
sured his stock and his home and that fellow gave 
him the names of all the automobile owners on his 
books. He took them from the list of those who had 
their cars insured and who had garages mentioned 
in their policies. This and his own list of motorists 
gave him a pretty good list, and he added to it 
whenever he could. 

“He got out a letter to these owners and it read 
about like this one I got out, based on the idea I 
got from him: . 

Dear Mr. Johnson: 

You believe your car may get on fire. 
keep it insured. 

Would you rather it would burn up, or 
would you rather put out the fire? 

You know that the time to put out a fire is 
when it first starts. The way to put it out then 
is with an extinguisher. 

Have you an extinguisher on your car? 

It is the same with your garage—and it is 
the same with your house or your business 
place. You want to put out the fire before it 
gets away from you. 

The answer is an extinguisher wherever 
there is fire danger. As an automobile driver, 
you are trained to quick thought and quick 
action. It is the work of three or four seconds 
to get an extinguisher at work on a fire. 

Can you afford to take a loss of hundreds 
or of thousands of dollars, or of the use of 
your car, just to save ten dollars? 

Besides, you probably know that you save 
15 per cent. on your car insurance if you carry 
an extinguisher. 

“That’s the letter we sent out. It brought in 
business. Then I did something else. I got a list 
of automobile owners who had registered their cars 
with the Secretary of State, and then, when I got 
a car’s number, T knew the owner of that car. 

“The next thing I did was to hire a high school 
boy to go out on the streets and look at cars wher- 
ever he could and bring me a list giving the regis- 
tration numbers on any cars that did not have fire 
extinguishers on them. I sent a letter to these 
people, like this, with the car name filled in: 

Dear Mr. Smith: 
You have a good car. 


You 


We believe the 
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is a mighty good value. You would hate to be 
deprived of the use of that car for a couple of 
weeks. You would hate to lose it, even if you 
did get your fire insurance on it. 

Aren’t you taking chances, running the car 
without a fire extinguisher on it? You know 
how easily a short circuit or a carburetor ex- 
plosion or something else may start a fire in 
the oil or gasoline around the motor. 

Thousands of cars have been burned when 
the owners thought there wasn’t a chance of it. 

For ten dollars you can practically do away 
with the chances of loss of the car by fire— 
saving 15 per cent. on your insurance on it at 
the same time. 

What is ten dollars compared with a fire that 
at least may tie up your car when you want it 
most? 

“There were more people spoke to us about that 
letter, because they saw that we had in some way 
learned what kind of a car they had, and that it had 
no fire extinguisher on it. These two letters were 
sent out at the time we made window displays of 
extinguishers, and we timed those displays to match 
our newspaper advertising of the same things. 

“If I hadn’t gone into the army I don’t suppose 
I would have figured out that plan. Most of the 
good ideas a fellow gets he gets from someone else, 
I’ve found. Every other fellow knows something 
worth knowing that I don’t know. 


Demonstrating Vulcanizers 


rT OW, about handy vulcanizers for the motorist 

to use in his own garage. I got to thinking 
about those and I figured that if I was a motorist 
and was sure it would pay me to get a vulcanizer, 
I’d get it. The only question would be whether it 
would pay. So the thing for me to do was to con- 
vince motorists that a vulcanizer in the home garage 
pays. 

“It took me some time to carry out the plan I had, 
but I finally got what I wanted. I got a tire that 
had been run with a cut, a comparatively small cut 
through into the canvas, and this had let in the 
water and the canvas had rotted and the tire blown 
out long before the tread was worn off. This tire 
wasn’t so hard to find. Then I hunted up a tire 
that had been kept properly vulcanized and had run 
until the tread was bare. It just happened that | 
found the two in the same make of tires. Here 


Complete and business-like automobile accessory department of Herr & Co., Lancaster, 


Pa. 


Ne We 
SERVICE STATIC 











Note the special 'section for Ford accessories 
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A “Stop-Look-Read” trim by R. H. Heller, advertising manager and window trimmer 
with Banister & Pollard Co., Newark, N. J. Note the “checker-board” floor. The 
pedestals are deep red and the background is a light tan 


was a window display for my vulcanizers. ‘Tire 
used without attention to holes and cuts—tire used 
with proper attention.’ Then I showed tubes vul- 
canized at home at an expense of a few cents and 
shop vulcanizing jobs of similar size for 50 cents 
each, or more. You would be surprised to see how 
motorists will stop and study a window display like 
that, if it has the story plainly told with cards. 

“In addition to these samples, I got some testi- 
monials from a few motorists who had used home 
vuleanizers with success, and I printed those in 
our newspaper advertising and showed the originals 
in the window.” 

At this point Pike had to go and take care of a 
customer who wanted to buy a jack. I noticed some- 
thing different about that sale from what I had 
ever noticed before about a salesman selling a jack. 


Selling a Better Jack 


I YSTEAD of digging out a jack from a drawer or 
box or shelf and setting it on the counter for the 
customer to take or leave, he took the customer to 
where a heavy box stood, supported on four automo- 
bile jacks of four different kinds. He had the cus- 
tomer try each of those jacks. The result was the 
comparatively easy sale of a jack that was an im- 
provement over the older styles and that sold at a 
higher price—and paid a better profit. When the 
young man came back I asked: 

“How do you expect to sell many jacks? You 
seem to have gone to a lot of trouble to get a dis- 
play ready and to have that demonstrating plan in 
operation. A jack comes with every automobile.” 

“Sure every automobile has a jack come with it,” 
replied Pike. “So does every automobile have four 
tires come with it, but you have to buy more tires, 
don’t you? A jack doesn’t wear out as fast as tires, 
but I’ll bet that right now if you were to take the 
jack out of that car of yours you would find it 
wouldn’t work like a new one, and maybe it wouldn’t 
work at all.” 

I didn’t say anything because I knew the jack in 
my car was broken. 


Pike went on: 

“I worked on the belief that every car more than 
two years old needs a new jack. It doesn’t work out 
just like that, but lots of men have to get a new 
jack before the car is a year old. So I sent to 
owners a letter about jacks, telling them about that 
new patent jack that does the work without your 
having to get down in the mud on your hands and 
knees to handle it. You can get in under a very 
low axle with that. You can put it under a rear 
axle where you couldn’t get an ordinary jack at all. 
I got everybody wondering about jacks and I 
trimmed the window with them and showed them 
here where you can try them and see how they 
work. I sold jacks when other dealers were think- 
ing there was not much market for them. 


Capitalizing Human Interest 


ssQiAY, do you know I could be sure any dull day 

of getting up an interest in jacks just by run- 
ning our truck out in front and taking one of those 
new jacks and proceeding to jack up a wheel. 
Everybody looked that way, and when they saw a 
jack that worked in a different way, they stopped 
and watched. When I got them all interested I 
talked to them about the jack and its convenience 
and all about it, and it developed customers. 

“T haven’t made a lot of money in this accessories 
trade yet, but I have got things.coming, and I’m 
going to keep doing something in this line to attract 
attention, and if any motorist in Frederickton for- 
gets that we sell accessories, it won’t be my fault. 
I’m just going to keep pounding away on this line 
until no automobile owner can think of accessories 
without thinking of Jennings’ Hardware Store.” 

I have marked Pike’s words, and he is making 
good—his way of doing it is so simple that I can’t 
see any reason why any hardware man shouldn’t 
put the same amount of interest and pep into his 
accessories department. But I take exception to his 
statement that he had to get his business away from 
someone else. It looks to me as if he had in the 
main developed brand-new business. 
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From its beginning seven years ago— 
UR kitchen and housefurnishing department 
6) has kept pace with the educated demands of 
the women of Columbus and surrounding 
territory. Culinary experts in campaigns for bet- 
ter cooking, also the high-class household magazines 
and our local press, have been most potent factors 
in the growth and development of our own beautiful 
kitchen ware department. 

We simply used our powers of observation and 
then created for the modern woman a combination 
that could not fail to satisfy her—‘‘Beauty and 
Utility.” They are supplemented by courtesy and 
service from a well informed sales force. 


Our activities began in a small way— 

E made records of all sales to women custom- 

ers and their special wants. As these in- 
creased an annex on the first floor gave them easy 
access to our stock. Advertised goods were given 
preference by our patrons; so some of these at- 
tractive lines were practically demonstrated for 
them to our mutual pleasure and profit. 


In January, 1918— 
HIS department was moved to the fourth floor 
and an elevator installed. The general man- 
ager, having carried out his own ideas of arrange- 
ment and color harmony, was much gratified to 
find that it was accepted by a very well-known in- 
terior architect and decorator as being ‘a most 


Fourth Floor Works Overtime 


Hall Housefurnishing Goods Sales Doubled Since 
Department Went Up Near the Roof—Elevator Ser- 
vice, Enlarged and More Attractive Salesroom, and 
Up-to-the-Minute Salesmanship Works Wonders 


By GEORGE RICHARD TRIMBLE, 


Manager Housefurnishing Goods Department, 
The Frank P. Hall Co., Columbus, Ohio 


unusual, delightful plan, beautifully harmonized.” 

Since occupying these new rooms, known as “The 
Woman’s Floor,” the volume of trade has doubled. 
In the exigencies of wartime women had great 
need for good utensils and for food and time sav- 
ing appliances. 

Our new quarters are very commodious. Arching 
across and into a large salesroom, is the entrance 
room, used also for electrical home needs. The ef- 
fect is spacious, and the outlook as one steps from 
the elevator is a pleasing and inviting one. 

Both rooms are equipped with wall cases and dis- 
play tables, and adjoining the entrance room is a 
rest room for the convenience and comfort of our 
patrons. This room is all that its name implies 
and we think it pays us well. 


Our sales force— 


composed of young women who are cheerful, 
accommodating and courteous, always. They are 
under the supervision of the writer, who also 
watches over the buying and selling ends of this 
department, and trims the stock with a view to 
making it attractive and _ sales-producing. 


Silverware and carvers— 


Stet continue in the place of honor on the first 

floor where they are shown in glass floor cases 
and are presided over by the young lady manager 
of the cutlery department. 

We intend to place a duplicate stock of both these 
lines with our house furnishing supplies on the 
“Woman’s Floor,” where buying can be conducted 
in a more leisurely fashion. 


A combined housefurnishings and cutlery display in one of the Hall windows 
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Since the Hall housefurnishings department was 
daily sales 


Yes, it is profitable. Why? — 


ELL—because it is both beautiful and utili- 

tarian. Because thousands of women find 

that the best expression of themselves in the home 

can be made by wise selection of beautiful service 
utensils and labor saving devices. 

We try, and we think we succeed, to permit Good 


moved to this beautiful fourth floor salesroom the 
have doubled 


Merchandise to make its own forceful and lively 
appeal for us, and say, “The magic touch for beauty 
and utility is here, Madam. It is for you, yourself, 
to make use of it in your own best way.” 

That call is the right and irresistible call, both 
for her and for us. She comes again and again, and 
to buy, well, just what she wants when she wants it. 


The rotation of windows in the Hall store rapidly anticipates each succeeding season. Here we find 
garden seeds and poultry supplies linked up with automobile accessories 
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“Let's Show Him 
Some Speed” 


Airplane Deliveries Mean 

Instantaneous Service, but 

the Cost May Be Prohibi- 

tive for a Few Months to 
Come 


66 EY, Ralph! MHere’s a hurry-up. It’s for 
H Rufus C. Dawes, out at Evanston. Let’s 
show him some speed.” 

That’s an edited account of what John Gilchrist 
said to Ralph Diggins on the 11th of March. 

John is the vice-president of the Commonwealth 
Edison Company of Chicago and Ralph is the new 
delivery boy. He is the forerunner of a new force 
that is going to take the delay out of delivery. He 
is one of the crowd that is not at all interested in 
whalebone whips or hitching weights. He doesn’t 
ride a bicycle, nor does he guide the destinies of a 
tin lizzie, yet his deliveries are Johnnie-on-the-spot, 
plus, and then some. 

As John announced his desire for speed he came 
out of the Commonwealth Edison store with his 
arms wrapped around a Federal washing machine. 
It was tagged for Evanston, and labelled rush. The 
sale had been made by wireless, and ordinary de- 
livery was simply out of the question. 

John’s new delivery boy was trained in France. 
His job “over there” was dropping back-door pack- 
ages on the front door step of Hun dugouts. When 
Lieut. Diggins ran out of door steps he found that 
he had blown himself out of a job, but he connected 
about as quickly as he stepped ashore over here. 
Federal service is his hobby, and from the Federal 
Government bombing job to the Federal washing 
machine delivery trick was a natural turn. 

Anyway, Ralph cranked up his heavier-than-air 
delivery wagon while John put his Blue Monday 
eliminator into the tonneau, and in less time than 
it takes to tell it that washing machine was going 
up. 

Thirteen miles in 12 minutes is some speed for 
a delivery truck, but that’s the record. Dig left 





John’s new delivery boy ready to start 


Grant Park, Chicago, at 1 o’clock, and twelve min- 
utes later Rufus was lifting his Federal suds asso- 
ciate out of 1768. 


Mrs. Dawes Had the Water Heated . 


Ts is commercial delivery No. 1. It came high, 
but that’s an expected part of airplane deliv- 
eries. Mrs. Dawes had the water heated and her 
soap shaved. Three minutes after her Federal 
washer had been delivered the family wash was on, 
and by the time the aviator had reported back in 
Chicago it was on the line. 

Diggins got back to the store just in time to cheat 
the drayman out of another day’s work. While he 
had been winging over to Evanston the boss had 
caught an S. O. S. out of the air from the South 
Shore Country Club. The wash woman out at the 
golf club had time reserved at two o’clock and her 
foursome wouldn’t wait. The dots and dashes from 
Edison’s assured Everett C. Brown, president of 
the club, that a Federal would fix him up, and the 
sale was O. K.’ed. This eleven-mile delivery was 
also made in a dozen minutes. The Federal pack- 
ages weighed 265 lb. each. 

These two deliveries mark a new epoch of service. 
It will probably be some little time before the sys- 
tem is in general use. The price is still prohibitive, 
but when the cost and conveniences of the first wash- 
ing machines are compared with labor eliminators 
like the one turned out by the Federal Sign System 
of Chicago, it doesn’t seem at all beyond the realm 
of possibility that trained bomber delivery men shall 
soon be dropping other hardware packages into re- 
ceiving nets, and that the principal service com- 
plaints shall be based upon the slow deliveries from 
the net to the customer in the next block. 


Ralph delivered this 265-lb. washing machine out at the Country 
Club, eleven miles away, in twelve minutes 





























Hardware Plants Make 
Victory Loan Medals 


from German Guns 
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DISTINGUISHING feature of the 
Victory Loan drive lies in the 
steel souvenir medals or coins be- 

ing distributed to stimulate bond buy- 

ing. The medals have been turned out 
in the plants of two concerns well known 
to the hardware trade. The United 

States Treasury Department ordered 

these tokens, which have been .made 

from the steel of guns captured from 
the Germans at the very outset of the 
famous drive, July 18, 1918, by the 

First Division of the American Expedi- 

tionary Forces. 

For the purpose to which these guns 
have been dedicated it was necessary 
that the series of operations should be 
conducted where the nature of the 
manufacturing equipment would enable 
every possible control and guarantee of 
the identity of the stock being contin- 
uous at all stages of the processes. The 
American Tube & Stamping Co., 
Bridgeport, Conn., was in a position to 
do this work exactly as desired from 
the breaking up and melting of the 
materials right along to the furnishing 
of the soft cold-rolled strip steel elosely 
gaged to the size determined for the 
coining of the stamped tokens. This 
last operation was the work of the 
Seovill Mfg. Co., Waterbury, Conn., a 
company which has done much in the 
making of coins for various countries. 

For obvious reasons it was deemed 
best by the American Tube & Stamping 
Co., to photograph the work at the sev- 
eral steps of its progress and these 
photographs are used in the illustra- 
tions accompanying this article. ‘ 

The guns and their mounts were cut 
up by oxy-acetylene torches into charg- 
ing-box sizes. A good force of men 
having experience at this work was 
assigned to the cutting and in a couple 
of days the stock was ready for the fur- 
nace. The illustrations trace the rest 
of the road travelled by the material. 
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lig. 1—Three captured German field guns 
n the yard at plant of the American Tube 
€& Stamping Co., Bridgeport, Conn 


lig. 2—A close-up view of one of the guus 
captured by the First Division, American 
Expeditionary Forces on July 18, 1918 


Fig. 3—The guns and chassis having been 

cut up into ‘charging-bor lengths and 

idths are now loaded into these cars en 
route to the open-hearth furnaces 


Fig. 4—On arrival at the open-hearth fur- 

races where one of the charging boxes is 

shown at the instant of being unloaded 
through a furnace door 


Fig. 5—A striking view of the molten steel 
when poured into ingot molds 





rig. 6—At the pouring side of the open- 
hearth furnaces when a heat is being poured 
into the ladles 


Fig. 7—The 34-in. blooming mill rolling the 
steel ingots into billets 


rig. &8—-After billets from blooming mill 

have been reheated and hot rolled this 

product is pickled to remove the scale and 
then cold-rolled in this 14-in. mill 
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In the 


Morning’s Mail 


from the Trade 











Champion Assumes Federal Tax 


ti Champion Spark Plug Co. was one of the first 
manufacturers of automotive equipment to go on 
record as to how they would handle the new revenue 
tax of 5 per cent levied on all automobile accessories 
under the Federal Excise Tax bill. Two days after the 
bill became effective the Toledo concern sent the follow- 
ing wire to its jobbers throughout the United States: 
“We assume Federal Excise Tax on Champion Spark 
Plugs from February twenty-fifth. You need not figure 
this on sales to your customers.” Coming at a time 
when most jobbers and dealers were all at sea as to how 
the tax would affect them, it meant that every jobber 
could forget the excise tax as far as Champion spark 
plugs were concerned, as the dealer’s cost and selling 
price would not be disturbed. Moreover, it meant that 
in the end the public would not have to pay this extra 
5 per cent. 


New ‘‘ International ’’ Officers 


A a meeting of the Board of Directors of the In- 
ternational India Rubber Corporation, following 
the annual stockholders’ meeting, officers were elected 
for the ensuing year. G. W. Odell was elected president 
and treasurer, and he will continue the general manage- 
ment of the company. Peter E. Studebaker was elected 
vice-president and J. A. Bennett secretary. C. W 
Truxell and J. W. Ridge were elected directors. 

By reason of increased volume of business it was de- 
cided to go ahead with the plans made last year to 
extend the length of the main factory building to 967 ft. 
This extension, with additional equipment will increase 
the output of the plant approximately 200 per cent. 


Chicago Branch Moved 


HE Chicago branch of the General Asbestos & Rub- 

ber Co. has been moved into new quarters at 14 
North Franklin Street, Chicago. On account of the 
rapid growth of the business in Garco asbestos prod- 
ucts the old quarters at 106 West Lake Street became 
inadequate. The Chicago branch was established about 
two years ago to take care of the Western and North- 
western business of the General Asbestos & Rubber Co., 
whose home offices are in Charleston, S. C 


Wright Now President 


A E. BORIE has resigned as president of the Savage 
« Arms Corporation and has been elected chairman 
of the board of directors. W. L. Wright, formerly vice- 
president and general manager, succeeds him as presi- 
dent. F. B. Phillips has been elected vice-president. 
F. R. Pleasonton remains general works manager and 
Arthur F. Hebard has been appointed general sales 
manager. F. P. Kelley remains sales manager of the 
products of the company manufactured at its Utica 
plant. He will represent the company in the Western 
territory and Harry E. Haynes will be the Eastern rep- 
resentative. 


Edgar Finds Business Good 


B A. EDGAR, special representative of the Westfield 
e Manufacturing Co., has just returned from an 
extensive trip through the Middle West. Mr. Edgar 
found bicycle business in excellent condition and brought 
back several big fat orders in his pocket. 

Mr. Edgar frankly states that he expected to find 
things in an unsettled condition and did not anticipate 
the large amount of business he was able to stir up. He 
believes that the dealers and jobbers are now commen- 
cing to realize that there will be no reduction in bicycle 
prices this season and that now is the time to put in 
their orders and have enough stock on hand to meet the 
large anticipated demand from the consumer, 


Open New Texas Branch 


HE American Appliance Co., New York, announces 

the opening of an additional branch at 1812-1814 
Live Oak Street, Dallas, Texas. This branch will be in 
charge of Campbell Wood as manager, with C. E. Scott 
as assistant. 


Hardware Age 


Coming Conventions 


ARKANSAS RETAIL ‘HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Little Rock, May 6, 7, 8, 1919. 
Headquarters, Marion Hotel. J. B. Webster, secretary, 
Southern Trust Building, Little Rock. 

PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION, Amarillo, Tex., May 12, 18, 1919. T. C. 
Thompson, secretary, Canyon, Tex. 

‘LOUISIANA RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, New Orleans, La., May 12, 13, 
14, 1919. Headquarters, Grunewald Hotel. R. D. 
Nibert, secretary-treasurer, Bunkie. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Seattle, Wash., May 14, 15, 
1919. E. E. Lueas, secretary, Hutton Building, 
Spokane, Wash. 

ALABAMA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Jacksonville, Fla., May 20, 21, 
22, 23, 1919. Walter Harlan, secretary, 1426 Candler 
Building, Atlanta, Ga. 

FLORIDA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Jacksonville, Fla., May 20, 21, 22, 23, 
1919. Walter Harlan, secretary, 1426 Candler Build- 
ing, Atlanta, Ga. 

GEORGIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Jacksonville, Fla., May 20, 21, 
22, 23, 1919. Walter Harlan, secretary, 1426 Candler 
Building, Atlanta, Ga. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charlotte, N. C., May 20, 21, 22, 23, 1919. T. W. 
Dixon, secretary-treasurer, Charlotte, N. C. 

NATIONAL RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Pittsburgh, Pa., June 24, 25, 26, 27, 1919. Head- 
quarters, William Penn Hotel. Herbert P. Sheets, sec- 
retary, Argos, Ind. 

MISSISSIPPI RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Agricultural College, Miss., July 
8, 9, 10, 1919. D. Scoates, secretary-treasurer. Agri- 
cultural College, Miss. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, Mechanics’ Building, 
Boston, Mass., Feb. 23, 24, 25, 1920. George A. Fiel, 
secretary, 10 High Street, Boston, Mass. 


Death of Edward Ingalls 


DWARD INGALLS died recently in St, Vincent’s 

Hospital, New York, from bodily injuries, as the 
result of a street accident when he was hurt internally, 
suffering from many cuts and bruises on the body. To 
friends who visited him in 
the hospital after the acci- 
dent, he said that he remem- 
bered being carried from the 
street into the Hotel Belmont, 
where he was staying, oppo- 
site the Grand Central Ter- 
minal, going later to the 
hospital. He was uncertain 
whether he had been hit by 
an automobile or a trolley 
car. 

Mr. Ingalls had come from 
Hartford, Conn., with the in- 
tention of taking steamer for 
New Orleans to attend the 
annual convention of the 
American Hardware Manu- 
facturers Association and 
Southern Hardware Jobbers, 
when he met with the acci- 
dent. 

Mr. Ingalls was one of the 
“Old Guard” Hardware sales- 
men, known widely in the 
trade throughout the United States. He was for ap 
proximately forty years with the Atha Tool Co., New 
ark, N. J., and latterly with the Stanley Rule & Level! 
Co., New Britain, Conn., with which the Atha Tool 
Co. was merged a while ago. Mr. Ingalls was secre 
tary and treasurer of the Atha Tool Co. and after it 
was consolidated with the Stanley Rule & Level Co 
became sales manager of the Eastern Division for the 
Stanley company, moving to Hartford, where he has 
lived with his family since. Mr. Ingalls was born in 
Cooperstown, N. Y., and was 63 years old. 

He is survived by his wife, a son and four brothers. 


Edward Ingalls 
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Fire Hits Ludlow & Squier 


T= well-known concern of Ludlow & Squirer, New- 
ark, N. J., suffered severe losses by fire Friday 
night, April 25. The blaze started in a basement under 
a corset shop adjoining their Washington Street en- 
trance, and before the flames could be extinguished 
had wrecked the stock in their basement and completely 
destroyed the first floor of their building, including the 
splendid set of fixtures which were generally conceded 
to be the best in an eastern retail hardware store. 

The stock on the second, third and fourth floors was 
not injured except by water, and the records of the 
firm are intact. Fortunately the firm was just pre- 
paring for an extension of business and had three floors 
of an adjoining building about ready for occupancy. 
In this additional space they had planned a new auto- 
mobile accessory department, and an enlargement of 
other departments. 

They are now moving their mill supply department 
into this newly prepared space and will resume business 
at once. Plans are being made with the owners of the 
building for an immediate repair job, but owing to the 
extent of the damage this will probably require some 
time. 


Veteran Manufacturer Dies 


HE death of John Gilson, Sr., of Port Washington, 
Wis., marks the passing of a veteran in the field 
of iron working and inventive ingenuity. He was the 
inventor of the adjustable chair irons, which are used 
throughout the world to-day as supports for revolving 
office chairs, and the founder of the Gilson Manufac- 
turing Co. of Port Washington. He was the second 
of his family in the iron working field, having been 
associated with his father in the foundry and machine 
shop under the firm name of Theo. Gilsen & Son. With 
the invention of the chair iron, the Gilson Manufactur- 
ing Co. was organized, with John Gilson, Sr., as presi- 
dent, and he remained head of the business until ill 
health caused his resignation ten years ago. He re- 
covered his health and in the past few years has been 
associated with his son, John E. Gilson, in the J. E. 
Gilson Co., founders and manufacturers of garden tools. 
John Gilson, Sr., was identified with civic affairs in 
Port Washington throughout his long career, and did 
much for the industrial development of the city. He 
served on the city council a number of terms. His son, 
John E. Gilson, continues to represent the family in 
the manufacturing field, having developed the widely 
known line of Gilson garden tools, which has gained 
great popularity and widespread distribution through- 
out the hardware trade. 


M. S. Mathews Dies 


S. MATHEWS, for 18 years secretary of the 
« Hardware Mutual Fire Insurance Co. of Minne- 
sota, died on the way to his office Wednesday morning, 
April 16. He was stricken with heart failure and car- 
ried into a drug store 
from the street car, 
where he passed away 
before Mrs. Mathews 
reached his side. Mr. 
Mathews was apparently 
in good health until sud- 
denly stricken. 

M. S. Mathews was 
born in Lawrence, Mass., 
Oct. 16, 1846. He had 
been a resident of Min- 
nesota for many years 
and was a leading spirit 
in the first Hardware 
Mutual Fire Insurance 
Co. organized. He was 
an authority on the sub- 
ject of mutual insurance, 
and enjoyed the confi- 
dence and esteem of the 
entire hardware trade. 
His loss will be deeply 
felt, and his constructive 
work will always be a 
monument to his mem- 
ory. 





M. S. Mathews 


Bigelow & Dowse Expanding 


A NNOUNCEMENT is made that the Bigelow & 
Dowse Co. of Boston has purchased the wholesale 
hardware business of Chapman & Brooks Co. of Spring- 
field, Mass.. The transaction involved a quarter of a 
million dollars. The Springfield business will be con- 
tinued as a branch of the Bigelow & Dowse Boston house 
and will be under the direct management of R. G. De- 
catur, who has been actively connected with the Boston 
office for some time. The Springfield branch will carry 
a large stock of general hardware, cutlery and auto- 
mobile accessories. 

Under the directorship of Mr. Dillingham, the Bige- 
low & Dowse Co. has expanded rapidly during the past 
few years. About a year ago the corporation took over 
the Dana Hardware Co., one of Boston’s oldest hard- 
ware jobbing houses. The Bigelow & Dowse organiza- 
tion to-day is one of the most important of its kind in 
New England. 


Strevell-Paterson Sales Force Holds Annual Meeting 


HE annual meeting of the sales force of the Strevell-Paterson Hardware Co., 
Utah, was held Monday and Tuesday at the Hotel Utah. 

the States of Utah, Idaho, Nevada and parts of Wyoming, Colorado and Montana. 
opened with a talk on general sales conditions in the Intermountain territory by P. 
tary, and closed with an address by F. W. Hornung, vice-president. 


Salt Lake City, 
The twenty salesmen present cover 

The meeting 
C. Gill, secre- 
The balance of the time was largely 


devoted to a close examination of the new 1000-page catalog just issued by the company,’ with 
explanations carried on by the various buyers and with an ample display of new lines of merchandise. 
One of the stunts of the meeting was the cooking and serving of a substantial lunch by Buyer R. N. 


Fullerton on a Florence wickless oil stove. 


and guests, who had the pleasure of listening to Hon. W. 


The meeting og with a dinner to about forty employees 


Ray, United States Drototet Attorney, 


and H. W. Prickett, manager of the Traffic Service Bureau of U tah. 
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No Drop in Paint Prices in Sight 





Paint and Varnish Manufacturers Meet in Joint Convention—‘‘Save the 
Surface’’ Campaign Gets Boost—‘‘Clean Up and 
Paint Up’’ Movement Endorsed 


CLEVELAND, April 22, 1919. 


HE joint meeting of the Paint Manufacturers’ 
Association of the United States and the Na- 
tional Varnish Manufacturers’ Association, held 
here to-day, was the most interesting and successful 
convention these industries have ever held. Although 
this was not the annual meeting of either associa- 
tion, the conditions brought about by the ending of 
the war and the problems facing the industries in the 
immediate future made it desirable to hold the special 
meeting. The attendance was large and included dele- 
gates from all sections of the country. .The morning 
session was an open meeting at which representatives 
of all the interests behind the “Save the Surface” cam- 
paign were present. The afternoon meeting was at- 
tended only by members of the associations. 

Several subsidiary meetings were held in connec- 
tion with the convention. Yesterday a meeting of the 
Advisory Committee and subscribers to the “Save the 
Surface” campaign was held, and this morning the 
Regional Chairmen, co-operating with the associa- 
tions, had an hour’s session preceding the joint meet- 
ing. The “Clean Up and Paint Up” campaign was en- 
dorsed. 


Recommend No PRICE INCREASE 


N behalf of the Regional Organization, Ludington 
Patton, general chairman, presented a_ report, 
which follows in part: 


All Regions were unanimously in favor of continuing the 
use of a restricted color card, and of thirty-two shades of 
house paint as the standard number for all manufacturers. 

A resume of the action in the twenty-five Regions, on the 
reduction of terms of paint sales from sixty days, 2 per cent 
off for cash in ten days, to thirty days, 1 per cent for cash 
in ten days, indicates that the time is not propitious for such 
a reduction in terms, and the Regional chairmen are of the 
opinion that, although the change would be desirable for 
the industry at large, in consideration of the fact that var- 
nish terms have not been reduced to thirty days and until 
such time as a concerted action can be brought about by the 
combined paint and varnish associations, no further action 
be taken on this subject, but that it be left for future con- 
sideration at some later date. 

The question which is uppermost in the minds of paint 
and varnish users, dealers, jobbers, and manufacturers alike, 
is that of the increased cost of building during the war, 
which largely contributed to the stagnation in the building 
trades. It is felt that the public at large has not realized 
that the individual manufacturers have made no increase in 
their prices in over a year, and that notwithstanding the 
enormous increase in cost of raw materials which took place 
after the present prices were established, the price of paint 
and varnish was not raised. Had the war continued another 
thirty days, manufacturers of paints and varnish would have 
been compelled to make a substantial increase in their sell- 
ing price. Since the signing of the armistice, some raw 
materials have declined in price, but the average price of 
all raw materials entering into the manufacture of paint and 
varnish is materially higher than it was when present prices 
were established. In addition to the raw material situation, 
the industry as a whole has been faced with enormous in- 
creases in the cost of manufacture, in the cost of labor, and 
of all items incidental to the manufacture and sale of paint 
and varnish. It is felt, however, and in fact is the prac- 
tically unanimous opinion of all the Regions, that the success 
of the reconstruction program, including the _ so-called 
“Build-a-Home”’ movement undertaken in various cities, de- 
pends upon the co-operation of manufacturers, dealers, and 
labor in an earnest effort to prevent further advances, and 
that any further advance in the price of paint and other 
building materials would seriously endanger the success of 
the so-called “‘Save the Surface’”’ campaign recently launched 
on a national scale by the paint and allied trades. It is 
perfectly obvious, therefore, that any further advance in the 
price of paint and varnish, however justified it might be, 
would still further curtail consumption. It is therefore the 
opinion of your Regional chairmen that notwithstanding the 
fact that the price of paint and varnish has not advanced 
in proportion to the rising cost of materials and labor, nor 
in proportion to many other manufactured products, and 


notwithstanding the possibility of a further increase in the 
cost of certain raw materials, the welfare of the industry 
demands that added costs, if any, be absorbed by the manu- 
facturers and dealers, and that paint and varmish manufac- 
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turers be urged to make no further advances in prices unless 
and until it becomes absolutely necessary and unavoidable. 


“Save the Surface” Campaign 


OLLOWING yesterday’s meeting at the Hotel Stat- 

ler, when the leading advertising managers of the 
paint and varnish manufacturers of the country met 
to discuss the progress of the “Save the Surface” cam- 
paign, and to consider ways and means by which they 
individually could help to roll up the momentum be- 
hind this campaign, there was another meeting this 
morning of the manufacturers themselves. 

The meeting was opened by the president of the 
Paint Manufacturers’ Association, A. M. Heath, of 
Chicago, who called upon Ernest T. Trigg, president 
of the Philadelphia Chamber of Commerce, himself a 
paint manufacturer and chairman of the committee 
handling the matter, to state the situation regarding 
the campaign. Mr. Trigg indicated the size of the task 
when an industry starts out to educate an entire nation 
on the principle of conservation of property. He stated 
the progress made thus far, and the fact that the work 
done by the Advisory Board supervising and direct- 
ing the campaign had met with the unqualified ap- 
proval of those gentlemen in the industry who are be- 
hind it. The following significant statements were 
made in the subsequent remarks: 

Standing property in the United States aggregate 
according to the United States census of 1916 some 
fifty-one billion dollars. It is a very conservative 
statement to make that this property depreciates at 
the rate of at least 2 per cent a year, which would 
permit of an average life of fifty years per building. 
This depreciation, then, in dollars and cents means a 
billion dollars a year loss through the wear and tear 
of the elements, use and habitation, unless steps are 
taken to prevent this loss. 

As a matter of fact, this loss is reduced to an actual 
deterioration of some $800,000,000 a year, because 
through the careful repainting at proper intervals by 
thoughtful and wise-minded property owners, some 
$200,000,000 worth of deterioration is actually pre- 
vented each year, at the present rate of repainting and 
revarnishing. 

This deterioration of property which goes on so 
slowly, yet none the less actually, is like slow fire, 
whose destructive processes are slow but sure. The 
country spends each year something over $400,000,000 
to indemnify itself against a fire loss of some $236,- 
000,000, which cannot be prevented. Each year the 
nation is poorer by whatever amount of property is 
burned up. Fire insurance, it is pointed out, though 
indispensable to the solvency of owners is, nevertheless, 
not conservation. It is simply indemnification. The 
startling fact developed in this connection is that if 
paint insurance were as costly as fire insurance and 
the American people were as willing to pay for paint 
insurance as they are to pay for fire insurance, it 
would cost them each year to prevent deterioration of 
property the sum of $1,700,000,000. 

Among those participating in the discussion of this 
important movement, in addition to Mr. Trigg, who 
from its inception two and a half years ago has been 
the prime mover, were O. C. Harn of the National 
Lead Company; Norris B. Gregg of the National Lead 
Company: A. M. Woodward of the Acme White Lead 
& Color Works; A. H. McGhan, general secretary of the 
International Association .of Master House Painters 
and Decorators, who pledged the active and financial 
support of the master painters of the country, and 
F. J. Ross, of the Blackman-Ross Company of New 
York, who are advertising counsel for the “Save the 
Surface” campaign. 






























The Victory Liberty Loan and YOU 


More Tax Exemptions for Liberty Bonds—Manufacturers Must Not Give 
Away Merchandise—Agents May Solicit Government 
Business—Big Foreign Trade Figures 


By W. L. 


WASHINGTON, April 28. 


OU are paying an income tax on the interest 

} you received on a part of your Liberty Bonds, 

if you bought any considerable quantity of 
these securities. This fact and the depreciation of $6 
or $7 per $100 that has taken place in most of the 
issues since you bought them has left a bad taste 
in your mouth. 

But cheer up! The law authorizing the Victory 
Liberty Loan, now being floated, contains two pro- 
visions of special importance to you, each designed 
to stabilize the price of all issues of Liberty Bonds 
by increasing the amount of tax exemptions applic- 
able thereto. 

For the purpose of boosting the market price of 
the second, third and fourth issues of Liberty bonds 
this law provides that “the interest received on and 
after Jan. 1, 1919, until the expiration of 5 years 
after the termination of the war, on an amount of 
bonds of the First Liberty Loan, converted, the 
Second Liberty Loan, converted and unconverted, 
the Third Liberty Loan and the Fourth Liberty 
Loan, the principal of which does not exceed $30,- 
000 in the aggregate, owned by any individual, 
partnership, association or corporation, will be ex- 
empt from surtaxes, excess-profits and war-profits 
taxes now or hereafter imposed by the United States 
upon the income or profits of individuals, partner- 
ships, associations or corporations.” This exemp- 
tion became effective upon the approval of the Vic- 
tory Liberty Loan act, and is in addition to all 
other exemptions previously conferred and is inde- 
pendent of any subscription to notes of the Victory 
Liberty Loan. 

This Is Good News, Too 
UT this is not all. If you buy any of the Vic- 
tory Liberty Bonds you will still further in- 
crease the exemption from tax of your holdings of 
the Second, Third and Fourth Liberty Bonds. 

The Statute provides that “in addition to all other 
exemptions provided by law, a subscriber for notes 
of the Victory Liberty Loan will be entitled to an 
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exemption from surtaxes, excess-profits and war- 
profits taxes as to the interest received on and after 
Jan. 1, 1919, on not exceeding $20,000 in the aggre- 
gate of bonds of the First Liberty Loan, converted, 
the Second Liberty Loan, converted and uncon- 
verted, the Third Liberty Loan, and the Fourth 
Liberty Loan, provided that he originally subscribed 
for and still holds at the date of his tax return, at 
least one-third as many notes of the Victory Liberty 
Loan.” This exemption does not continue for 5 
years after the termination of the war, but extends 
through the life of the notes of the Victory Liberty 
Loan so subscribed for and held. 

Not so bad, is it? The average bondholder need 
pay no more income tax on his Liberty bonds, 
especially if he comes across with a reasonably gen- 
erous subscription to the Victory issue. 


Trade Commission Makes New Departure 


HESE are great days for smashing .precedents. 

Most of our Government is in Europe, and 
Burleson appears to be running what’s left of it 
on this side of the ocean—and making a sad mess 
of it, too. : 

Now comes the Federal Trade Commission, which 
is doing astonishing stunts these days, with a ruling 
that a manufacturer or merchant shall not give 
away merchandise “for advertising or for any other 
purpose.” 

Here is the exact text of the announcement as 
made by the commission: 


The Federal Trade Commission has ordered the Ward 
Baking Company, New York City, one of the largest bakery 
concerns in the United States, to discontinue the free distri- 
bution of bread to its customers for advertising ‘‘or for any 
other purpose.” 

The commission found that the Ward company, ‘‘with the 
intent, purpose and effect of stifling and suppressing com 
petition’’ conducted “free bread campaigns,” particularly in 
New Bedford and Fall River, Mass., and in North Tiverton 
and Stone Bridge, R. |., during which customers purchasing 
Ward bread were given free an amount of bread equal to their 
purchases. The commission found that ‘because of its large 
ffnancial resources” the Ward company was “‘able to operate 
its business at a loss for a long period of time and by this 
means undersell and eliminate most of its competitors.” 


Of course, no fair-minded person would justify 
cut-throat competition, however it might be carried 
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on; but to say that goods cannot be given away “for 
advertising or for any other purpose” is certainly 
going some! The Supreme Court is likely to have 
something to say in this connection about that much- 
neglected document, the Constitution of the United 
States, which for the past year or two seems to 
have been tucked away in a forgotten corner, rolled 
up in moth-balls. 


Commission Still Opposes Price Maintenance 


T= talking machine people are again the object 
of the commission’s attacks. According to an 
official bulletin, the Columbia Graphophone Company 
and the AXolian-Vocalian Company have been cited 
by the commission “on charges of attempting to 
force dealers to maintain standard, fixed resale 
prices on their machines and records and of refus- 
ing to sell to dealers who insist on reselling to the 
public at their own prices.” 

This action is based on the ruling of the United 
States Supreme Court in the Victor talking-machine 
case and is likely to be sustained should the manu- 
facturers decide to test the issue. However, this 
is only another reason for the passage of the Stevens 
bill. 


Letting Up on Manufacturers’ Agents 


To is great rejoicing among the manufactur- 
ers’ agents who make their headquarters in 
Washington for the purpose of doing business with 
the Government. The Director-General of Rail- 
roads has just announced that, with the approval of 
Attorney-General Palmer, he has consented to a 
modification of the covenant required to be inserted 
in purchase contracts by order of the Department 
of Justice issued June 18, 1918, prohibiting the 
payment to agents of fees contingent upon the pro- 
curing of contracts with the Government in so far 
as it relates to railroad contracts. 

Since this order was promulgated by the Attorney- 
General; there has been a good deal of complaint 
from railway supply houses that its provisions were 
working a hardship upon them and that the Govern- 
ment itself was losing the benefits of a system 
which, previously, had proven both economical and 
satisfactory in every particular. Hereafter, the 
Attorney-General’s order will not affect contracts 
made between the Railroad Administration and sup- 


ply houses which, previous to Government control, , 


carried on their business through bona-fide selling 
agencies. 


Agents Can Work Under This 


T the suggestion of John Barton Payne, general 

counsel for the Railroad Administration, the 
following clause will be inserted in appropriate cases 
in future railroad contracts: 

“Provided, however, that this covenant shall not 
invalidate a contract obtained through a bona-fide 
commercial representative employed under a gen- 
eral contract covering designated territory and shall 
not prohibit or penalize the employment of the same 
agencies, rates and methods of compensation in 
dealing with the United States heretofore custom- 
arily employed by the contractor in the regular 
course of his business in similar dealings with the 
railroad corporation.” 

There is no reason under the sun why the Attor- 
ney-General’s new ruling should not be extended to 
all classes of bona-fide agents representing reputa- 
ble manufacturers who pay them regular salaries 
or commissions. The original order was intended 
to cut out the fly-by-night piker, with his office in 
his hat, who occasionally picked up a Government 
contract and then sought to place it with a manu- 
facturer at a profit that left the producer with little 
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or no margin and thoroughly disgusted him with 
Government business. 


Weights and Measures Officials to Meet at National 
Capital 

EIGHTS and measures officials of the United 

States will meet for a conference at the Na- 
tional Bureau of Standards, Washington, D. C., for 
four days, May 21-24 inclusive. Tentative plans 
have been completed and invitations to send repre- 
sentatives have been extended to the Governors of 
the several States and the Commissioners of the 
District of Columbia. 

Due to the demands incident to the war upon 
weights and measures officials, especially those of 
the Bureau of Standards, no annual conference has 
been held since 1916. This has caused much im- 
portant business to accumulate, which, with the 
discussion of new conditions arising as a result of 
the war, promises to make the conference this year 
one of the busiest and most interesting ever held. 

The objects of these conferences are to bring 
about an exchange of views between the men who 
are engaged in the important task of inspecting 
weighing and measuring apparatus and to secure 
greater efficiency and uniformity in the work. When 
it is remembered that each State legislates inde- 
pendently on the subject of weights and measures 
laws it will be readily seen that there will be a 
lack of uniformity. 


Model Laws Projected 


eevee condition did exist very largely before the 
formation of the Association of Weights and 
Measures Officials, and one of the first things done 
was to endeavor to correct it. A model for a uni- 
form State law as well as one for a city and county 
law and a uniform table for tolerances on weighing 
and measuring apparatus was drafted. These have 
been widely adopted throughout the country and as 
a consequence much has been accomplished toward 
eliminating the chaotic conditions relating to non- 
uniformity in weights and measures laws. 

The first conference was held in January, 1905, at 
which time there were present, in addition to offi- 
cials of the Bureau of Standards, representatives 
from eight States and the District of Columbia. 
This number has steadily increased, from year to 
year, up to the last conference, when the representa- 
tion numbered 83, comprising delegates from twenty- 
one States, the District of Columbia, Porto Rico 
and the Philippine Islands. In addition, 57 visitors, 
representing all of the large railroads of the country 
and numerous manufacturing concerns having 
weights and measures problems to solve were pres- 
ent, attesting to the important position the associa- 
tion has attained as a national organization. 

The officers are: Dr. S. W. Stratton, Director of 
the Bureau of Standards, president; W. L. Waldron, 
state superintendent, New Jersey, vice-president; F. 
G. Barnard, sealer, Michigan, treasurer, and Major 
L. A. Fischer, chief of the weights and measures 
section of the Bureau of Standards, secretary. 


Some Big Foreign Trade Figures 


‘Ts foreign trade of this great and glorious coun- 
try of ours is increasing rapidly, now that the 
war is over, even if peace with Germany has not 
been officially concluded. The returns for March, 
just compiled by the Bureau of Foreign and Domes- 
tic Commerce, will open the eyes of the most con 
firmed commercial pessimist. 

Exports in March were valued at $605,000,000, 
as compared with $588,000,000 in February and 
$523,000,000 for March, 1918. For the nine months 
ended with March, the exports were valued at $4,- 
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991,000,000, an increase of approximately $600,- 
000,000 over the corresponding period of the preced- 
ing year. 

Imports for March totaled $268,000,000, as 
against $235,000,000 for February of this year and 
$242,000,000 for March of last year. For the nine 
months ended with March the value of merchandise 
imported into this country was $2,201,000,000, as 
compared with $2,083,000,000 for a similar period 
of the preceding year. 

Here we have a total foreign trade for the nine 
months of more than $7,192,000,000, or at the rate 
of nearly TEN BILLION dollars a year! And don’t 
overlook the highly important fact that the balance 
of trade in our favor, as shown by these statistics, 
is more than $3,720,000,000 per annum. 

Some creditor nation we have become, to be sure! 


Brief Notes of the Trade 


ORK-TRED, Incorporated, of Worcester, Mass., with 

a capital of $90,000, has been granted a Massa- 
chusetts charter to deal in automobile accessories. The 
incorporators are: Murdock Graham of. Dorchester, 
Charles W. Farmer of Melrose, and John H. Parker of 
Worcester. 

R. H, Smart, who for some time has been manager of 
the small tool department of the Greenfield Tap & Die 
Corporation, has been made treasurer of the Gardner- 
Bryan Co., Cleveland, manufacturers of taps and dies. 


At a meeting of the board of directors of the Penn- 
sylvania Rubber Co., Jeannette, Pa., held April 21, 
the regular quarterly dividend of 1% per cent on pre- 
ferred shares and 1% per cent on common shares was 
declared, payable June 30, 1919, to stockholders of 
record June 15, 1919. 

John F. Neville, for many years with W. A. Tottle 
& Co., Inc., brush manufacturers of Baltimore, and 
James A. McCafferty & Sons of Brooklyn, is now with 
the Hilo Varnish Corporation. Mr. Neville is well and 
favorably known to the hardware and paint trade in 
this territory. He will call upon a special class of 
trade in New York City and vincinity. 

W. L. Baumbach, who has been operating in Mil- 
waukee as the Badger Tire Repair Co., distributor of 
Firestone and Kelly-Springfield tires, has arranged 
to sell out this business to become manager of the 
central district for South Bend tires, manufactured by 
the International India Rubber Corporation at South 
Bend, Ind. 

Through a typographical error the address of C. M. 
McClung & Co., hardware wholesalers, was given as 
Nashville instead of Knoxville, Tenn., on page 199 of 
the April 17 issue of HARDWARE AGE. 

The Jacobs Stove Co., Bridgeport, Ala., has been in- 
corporated with $150,000 capital stock by J. C. Jacobs, 
E. P. Jacobs and others. 

The National Enameling & Stamping Co., Milwau- 
kee, Wis., will take bids this week for the erection of 
a $200,000 addition to its works at Twelfth Street and 
the Menominee Canal and St. Paul Avenue. 

The Dill Tractor Mfg. Co., Harrisburg, Ark., is plan- 
ning for the erection of a new one-story, reinforced- 
concrete plant, 150 x 180 ft., in the vicinity of Little 
Rock, for the manufacture of auto tractors. It is esti- 
mated to cost about $40,000. 

The Keystone Tractor & Implement Co., Harrisburg, 
Pa., has been incorporated with a capital of $50,000 by 
E, B. Dorsett, Edward C. First and Frank P. Bay. 

The Fitzgerald Mfg. Co., Kilbourn, Wis., manufac- 
turer of barn, stable and farm equipment, has per- 
fected a new type of all-steel farm and alley gate which 
it is preparing to produce in large quantities. 

The Hammered Piston Ring Co., Baltimore, Md., 
has changed its name to the American Hammered Pis- 
ton Ring Co. 

The Fort Wayne Tire & Rubber Mfg. Co., Fort 
Wayne, Ind., has increased its capital from $500,000 
to $1,000,000. 

The Henry J. Fink Co., New York, has been incorpo- 
rated with a capital of $100,000 by C. L. Rehille, C. R. 
and H. J. Fink, 34 West, Fighty-eighth Street, to manu- 
facture hardware, etc. 
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Further Price Conferences 


Now Assured 


Director General of Railroads Wires That 
He Will Confer with Industrial Board 
and Steel Men—Discussion of 
Hardware Prices Deferred 
(By Telegraph.) 

Washington, D. C., April 28, 1919. 
HE question as to whether the Peek Indus- 
trial Board shall continue its efforts to 
bring about lower prices with a view to stimu- 
lating industry or shall be retired to private 
life has been put up to Mr. Hines, Director 
General of Railroads. 

The resignations of Chairman Peek and his 
colleagues have been in Secretary Redfield’s 
hands for nearly a month, and unless the Rail- 
road Administration will co-operate with the 
other Government departments by pledging it- 
self to buy at such prices as may be agreed 
upon further efforts on the part of the Board 
will be a mere waste of time. 

Chairman Peek makes it perfectly clear that 
he will not insist that the Railroad Administra- 
tion shall accept the prices heretofore fixed by 
the Board and representatives of the iron and 
steel industry informal conferences. He is 
willing to see these prices revised and he has 
therefore addressed a letter to Mr. Hines, in the 
course of which he says: “Conforming with 
the President’s request, I hereby tender to the 
Railroad Administration the services of the 
Board to bring together representatives of the 
Railroad Administration and the steel pro- 
ducers. The Board will render all the mutual 
aid possible to bring about a satisfactory under- 
standing between the Railroad Administration 
and the producers of steel, on the broad basis of 
the maintenance of the existing wage scale and 
the preservation of the average independent 
producer.” 

The Director General of Railroads is expected 
to reply promptly to Mr. Peek’s offer, hence the 
public should know within a week whether the 
Peek Board is to be dissolved or directed to re- 
sume its work, taking up once more the basic 
question of reasonable reductions in steel prices. 

Meanwhile the hardware trade is expected to 
stand pat and no further conferences looking to 
modified prices on builders’ hardware will be 


held. 
_ W. L. CROUNSE 


Denver, Col., April 28, 1919. 


The Director General of Railroads has tele- 
graphed Chairman Peek of the Industrial Board 
that he is willing to accept the Board’s offer to 
bring about a conference regarding prices be- 
tween the Railroad Administration and repre- 
sentatives of the iron and steel industry. 


The Collins Rotary Safety Razor Co., Chicago, IIl., 
will erect a two-story plant, 158 x 200 ft., in West 
Lake Street, north front, between Forty-third and 
Forty-fourth Avenue, at an approximate cost of 
$100,000. 

The Hunt, Helm & Ferris Co., Harvard, IIl., manu- 
facturer of agricultural equipment, is planning for the 
erection of a new one-story foundry, 50 x 250 ft., to 
cost $30,000. 
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Letters of a Sales Manager to His Men 
XVI[—Enthustasm and 1 eamwork 


This is the seventeenth of a series of sales letters which, though intended primarily for traveling men, u 
be of interest to every member of the trade. They were written by the sales manager of a great hardware jobbi: 
house to a corps of salesmen who in the last eight years have doubled the business of the firm. The letters ai 
really short editorials which prefaced actual merchandise instructions. The author has consented to their pub! 
cation at the solicitation of HARDWARE AGE, in which they will appear in succeeding issues through the yeu 










OU will recall that some months ago Uncle Sam called upon Mr. Schwab to 
desert his own business and to take charge of the steel ship construction for 
this Government. 







Immediately the news was given out at Washington and the newspaper reporters 
rushed to the office of Mr. Schwab, expecting to get a page interview on just how 
Mr. Schwab was going to accomplish the seemingly unaccomplishable. 







His answer was as simple and as plain as the man’s life has been. 






He said he would build the steel ships this government needed with two things— 
“ENTHUSIASM AND TEAMWORK.” 


























Schwab had no more resources of raw material and labor than others had had 
who had tried and failed. 





The other men who had tried to produce the ships and had failed had everything 
that Schwab had except “ENTHUSIASM AND TEAMWORK.” 


There is a mighty lesson in this little story, a lesson of each one making of him- 
self or herself a part of a perfect organization where teamwork and enthusiasm can 
and will defeat mountains of capital and will defeat mountains of capital and oodles 
of giant intellects who insist upon being the one “great light.” 


If this company is to continue to grow in the future, as it has in the past, it will 
be because each one of us who go to make up this business family is willing to sink 
his identity in order that the strength and force of the whole organization may be 
brought to bear on every important business project. 


Schwab has made good. He did what he said he would do—built boats faster than 
the Huns could sink them. 


They said ships would win the war. ' 
Enthusiasm and Teamwork built the ships. 


If Enthusiasm and Teamwork will perform such a gigantic task as defeating the 
Huns it is only reasonable to believe that enthusiasm and teamwork can make this 
hardware company the biggest and best in the land. 


Would you like to see such a condition brought about? 


Would you like to be a proud member of a business family occupying such a posi- 
tion in the business world? 


Will you do your part? 
How? 
By pulling on the load when the call comes to “pull.” 


By giving the closest possible attention to the valuable business pointers passed 
out to you in the letters of advice. 


By getting squarely behind every and all sales plans introduced by this company. 


Put teamwork and enthusiasm in every day’s work. 
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Lessons from the Life 


of a Merchant 


HE late F. W. Woolworth was one of 
T those rare American retailers who took 
time to think of his own business. 

That statement may sound foolish because 
we are accustomed to think of all business 
men as devoting most of their thoughts to 
their business. In so thinking we are cor- 
rect, but only so far as applies to the detail 
of the average American business. Detail 
is the net in which the average business fail- 
ure flounders. Detail is the side-track that 
switches men from the main line of achieve- 
ment. Detail has made “office help” of many 
men who were capable of big things, but de- 
tail was a danger signal to the great 5 and 10 
cent merchant who has left more than a 
thousand successful stores to register favor- 
able convincing evidence for his method of 
thinking about his own business. 

F. W. Woolworth was a poor boy. His 
father was a farmer and the educational ad- 
vantages that came to the youth of that dis- 
trict were in direct competition with the 
seasons during which boys would be of the 
greatest use on the farm. Usually the farm 
commanded three-quarters of his time and 
the halls of learning, locally represented by 
a little red school house two miles from the 
Woolworth farm, did the best it could in the 
remaining three months. 

Young Woolworth’s greatest ambition was 
to be a merchant. His sights weren’t raised 
very high for the first shot, for he only 
aspired to be a clerk in a country store. His 
first job was “all around” boy in a village 
store, and his salary was just nothing at all 
in cash, and all he could get in experience. 
Woolworth paid in hard labor for his ex- 
perience and Woolworth was willing to pay 
because he had. his mind set on being a mer- 
chant. 

He began his business life by refusing to 
consider entangling details. He did not con- 
sider the blacking of stoves, he did not worry 
about sacking blacksmith coal, he refused to 
fret over calloused hands or long hours. He 
only kept before himself the one big idea 
that here was his chance to make good in 
the first step of merchandising. Here was 
his opportunity to start for his goal, and 
never once did he swerve from the bee line 
toward his ambition. 

Once he landed a job at $10 a week. It 
was to the struggling clerk a big job. The 
biggest he had tackled up to that time, but 
his employers soon cut his wages to $8 a 
week because their new clerk was a poor 
salesman. Woolworth didn’t quit. He didn’t 
belong to a union and he accepted the judg- 
ment of his employers. But he made secret 
mental resolutions to make good on that very 
job and he did. 


His first real merchandising idea was the 
one on which he later built his remarkable 
success. He asked his employers to permit 
him to start a 5-cent counter. They did and 
his first attempt was a triumph consum- 
mated on the top of an ordinary kitchen 
table, on which he displayed a variety of 
5-cent articles. In that first effort his mind 
was not so set on selling a 5-cent grater, a 
5-cent funnel, a 5-cent sacking needle or a 
5-cent pie pan, as it was on the merchandis- 
ing idea of having people sell themselves, 
and partially wait on themselves, at a table 
where a score of articles were offered at a 
uniform and low price. 

That table was a success and young Wool- 
worth’s employers backed him in a small de- 
partment where the big idea was further 
tested. In the larger way it scored again. 

Then with modest backing young Wool- 
worth tried out his first 5 and 10-cent store. 
To be brief, it was a failure, a failure of 
location, a failure which taught the young 
man a lesson worth many thousands of dol- 
lars later in life, a failure that sent him 
temporarily back to a clerk’s job, but a fail- 
ure that in no way impaired his confidence 
in the merchandising idea he had evolved. 

Then he found further backing. Sold his 
idea to another man and opened a 5 and 
10-cent store in Lancaster. In the old Penn- 
sylvania town Woolworth’s store triumphed. 
His business judgment was vindicated and 
the foundation of his successful career was 
laid. 

From that point forward Woolworth was 
a winner and a series of successes firmly 
established his rights to a place in the big 
plane of distribution. Woolworth had many 
failures, but he analyzed them as a whole 
rather than from the narrow channels of 
petty detail. Most of the Woolworth stores 
that failed failed for the same reason his 
first store failed, failed because they were 
not properly located, failed because they were 
on the side tracks of traffic. Woolworth pre- 
ferred high rent to a rut. Possibly that is 
why one of his successful 5 and 10-cent 
stores is located in the exclusive shopping 
district on Fifth Avenue in New York City. 

When a Woolworth store failed to pay it 
was promptly discontinued. It was discon- 
tinued with confidence that it could not be 
made to pay, for the merchandising idea in 
Woolworth stores was alike and Woolworth 
knew that it was right. 

Then F. W. Woolworth had the courage 
to say no, not that many people sought 
credit at his 5 and 10-cent stores. That 
wasn’t what he said no to. 

He gave a negative answer to temptations 
that might have swerved a less clear think- 
ing man from his big idea. He said no to a 
25-cent department. He said no to the temp- 
tation to enlarge upon his plan and apply it 
to a great variety of higher priced mer- 
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chandise. Other men did successfully at- 
tempt this ramification of the Woolworth 
idea, but he stuck to 5 and 10-cent goods— 
stuck with a tenacity that approached stub- 
borness. You or I might have yielded to the 
temptation, we probably would have and we 
might have failed in the expansion. But 
Woolworth didn’t yield and he was very suc- 
cessful. He looked at his business and said, 
“It can be expanded endlessly as it is. I 
don’t need to venture outside this merchan- 
dising idea which I know to be absolutely 
sound.” 

Mr. Woolworth thought out most of his 
problems when he was away from the en- 
vironment of his store. His walks through 
the parks or into the countryside were fruit- 
ful of many innovations. He always thought 
of his business as a whole. He hired other 
people to attend to details and he died a mer- 
chant prince. 

Many American business men who have 
a “good thing’ are tempted as Woolworth 
was tempted. Few have the nerve to stick 
to their guns and shoot only at one definite 
target. Many are swerved from their orig- 
inal aims and ambitions. Perhaps that is 
why there are so many business failures. 


The Reason for 
Prohibition 


HEN thirty-six States, and more, 

“went hell bent” for National Pro- 
hibition, it was a striking commentary on the 
utter blindness of a certain type of dwellers 
in the large cities—especially in the East— 
that they were utterly unable to realize and 
perceive the compelling cause which under- 
laid this dramatic ending to a fight of over 
half a century against the evils of alcohol. 
To such a belated and reactionary point of 
view it was mere hysteria, born of religious 
and emotional enthusiasm. 

The real truth is that Prohibition became 
a part of the Constitution because of cold- 
blooded hard thinking among the people, re- 
sulting finally and inevitably in the conclu- 
sion that alcohol was an economic evil whose 
existence could no longer be tolerated by a 
people whose motto is progress and efficiency. 

In common with cocaine, opium and sim- 
ilar drugs, alcohol is a poison, differing from 
the others in degree and not in kind. Its 
use, whether in moderation or excess, is a 
deterrent to physical and mental efficiency. 
These statements need no proof, for they 
have passed beyond that stage, and are today 
accepted axioms in medical jurisprudence, 
besides being confirmed by everyday experi- 
ence. 

In every species of athletic training, alco- 
hol is tabooed because its deteriorating ef- 
fects are only too well known. By practically 
common consent, of all save those selfishly 
interested, it was forbidden to soldiers and 
sailors, and saloons were not permitted 
within a certain distance of any training 
camp. The reason, of course, was obvious. 
Alcohol has too demoralizing an influence to 
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be permitted to those upon whom the safety 
and life of the nation depended. 

The saloons themselves were their own 
worst enemies, and more than any other fac- 
tor are responsible for the final triumph of 
Prohibition. They are the resorts and head- 
quarters of criminals, and the most constant 
and prolific source of vice and crime known 
to modern civilization. 

Every employer began to realize that his 
employees could not frequent saloons, or 
even be so-called moderate drinkers, and 
still give their best in the way of efficiency. 
Every man who is honest with himself, 
knows that he cannot drink at all and still 
be himself in every respect. So in callings 
where great coolness, forethought and pres- 
ence of mind were required, a ban had to be 
placed on liquor in the interest of the safety 
of all concerned. 

By degrees those towns and country dis- 
tricts which went dry began to note not only 
a decrease in crime and vice, but an actual 
increase in business volume and in general 
prosperity. 

Denver, Portland, Seattle, Wichita, large 
cities which have tried Prohibition, will 
never again revert to the sale of alcohol, not 
only from the decrease of crime and vice, but 
because of more prosperous times and better 
business. Employers in these places no 
longer suffer from the past Monday absences 
of their employees, the hopeless degradation 
from alcoholic indulgence of their best men, 
and the weekly disturbances to their busi- 
ness because of Saturday night and Sunday 
debauches. Added to this are empty jails 
which were once full, and the dwindling 
dockets in police courts which were once 
clogged. 

The loss from revenues on liquor has been 
more than made up by greater welfare, and 
the consequent decrease in the costs of all 
the phases and activities of criminal pro- 
cedure. 

Men employed in making liquor have found 
employment in constructive and not destruc- 
tive occupations, while distilleries and brew- 
eries have been transformed into legitimate 
manufacturing plants. 

This is the story of experience in the dry 
States, where the plea for the repeal of Pro- 
hibition falls on deaf and unheeding ears. 

Prohibition is a fact which has come to 
stay. The only problem is as to its enforce- 
ment. If courageously and fearlessly en- 
forced, our former tolerance of the liquor 
traffic will in time be looked back upon much 
as we regard slavery, which died even harder 
than alcohol is dying. The habits and ap- 
petites of a thousand years, mistaken and 
evil producing as they are, cannot be lightly 
cast aside in a short time. It may take a 
generation or more, as in Kansas, to have all 
the people realize the necessity and benefits 
of Prohibition. But it is neither likely nor 
thinkable that the steady drift away from in- 
dulgence in alcohol will ever be turned back 
in this country. 
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Office of HARDWARE AGE, 
New York, April 28, 1919. 


ANUFACTURERS and direct representatives are 

receiving orders for small quantities coming along 
rather freely, although not up to a normal maximum. 
That wholesale stocks are depleted and assortments 
broken is apparent because large distributors have been 
ordering lines such as mechanics’ edge tools, some- 
times by express over long distances in large quanti- 
ties; ordinarily they would go by freight. By rail the 
shipment would be subject to a freight allowance; by 
express it is f.o.b. factory and a high transportation 
charge paid by the consignee. 

Manufacturers note quite an improved volume of 
orders received since the joint hardware trade conven- 
tion at New Orleans of the American Hardware Manu- 
facturers’ Association and the Southern Hardware Job- 
bers. This recalls similar action following the meeting 
at Atlantic City last December, when jobbers expected 
practically a price stampede by manufacturers which 
never occurred. The conditions were similar a year 
ago last October at the annual convention of manu- 
facturers and jobbers in Atlantic City, when whole- 
salers thought prices had reached the peak and would 
sag, but did not. 

With labor as it is and the comparatively small re- 
duction in materials, producers find no warrant for 
pronounced declines they say... On the contrary some 
look for advances occasionally. For instance, sash cord 
is now lower than the price of cotton yarn from which 
it is made justifies. Manufacturers of this commodity 
anticipate an advance about the time of signing the 
peace treaty, whenever that happens. Obviously this 
will mean the opening of markets to raw cotton in the 
Central Empires and Northern Neutrals long closed, 
and what applies to cotton should be true of copper 
and other embargoed materials, but not necessarily iron 
and steel, which they have nearer home. A parallel, 
in principle, was the much higher prices for coffee 
soon after war ended and these countries could buy. 

Conductors’ punches advanced about 10 per cent and 
there are other minor changes, more in the way of 
readjustment than major operations, with compara- 
tively little in shrinkage so far except in the coarser 
products where the proportion of labor cost is small. 

Among wholesalers trade is described as being as 
good as should be expected, with some slackening be- 
cause of temporary cooler weather. There are nu- 
merous articles still selling well this spring that were 
scarce or unobtainable at all a year ago, and little sold 
before that. Seasonable trade is reverting back to pre- 
war conditions, but as yet with not very much push. 
Lawn mowers, steel goods (forks, hoes and rakes), 
lawn rollers and kindred supplies are moving faster. 
Lines of goods, more of summer character, have been 
taken for May shipment, including, for example, spring 
hinges, rubber hose and reels, sprayers, poles for flower 
beds, weeders, trowels, etc. 

Compared with last summer, retailers, it is said, are 
probably selling summer goods much beyond their ex- 
pectations, partly because of Government releases as 
to goods, troops and war workers generally. 

Prices mainly are well maintained and stocks are 
being liquidated gradually more in keeping with the 
figures at which they were bought, thereby enabling 
merchants to taper off and readjust their affairs with- 
out too violent reaction. Goods for fall will probably 
show some downward tendency as they should, and the 
commercial situation will be better for it, but without 
material declines in labor, of which there is little pros- 
pect yet, marked reductions in goods are not probable. 
Collections are reported as up to normal. 


Linseed Oil.—The shortage of oil continues with occa- 
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sionally a spurt in gain because of arrivals of flaxseed 
from Argentina. The harbor strike in Buenos Aires, 
which has been going on for several months, has been 
partially overcome by government action so that more 
freight is being handled. Business is moving along 
better and laborers have returned to work after a 
fashion. Prices in this market apply only for April 
delivery, with quotations for May and perhaps up to 
September at 3c. per gallon less. 

Linseed oil, city brands, in 5 or more bbl. is $1.61; less than 


5 bbl., $1.63. 
State and Western oil is offered practically on the same 
basis. 


Naval Stores.—Developments in rosin at some of the 
Southern primary markets have been rather irregular, 
with declines varying by from 10 to 25c. per barrel 
throughout the list. Sales were larger and the situa- 
tion was strengthened by worthwhile gains in ship- 
ments. 

In another Southern market, however, rosin has been 
steady without quotable differences. There are con- 
tinued export inquiries but purchasers’ ideas are not 
favorable to sales at present. However, with the ex- 
pected lifting of the present British import embargo 
within a short time there will be a better outlook in 
that direction. 

Turpentine remains firm on spot spirits at 78 to 78%c. per 
gal. in yard. 

Rosin, in yard, on the basis of 280 lb. per bbl., common to 
good strained, is $12.60, and D grade, $12.65 per bbl. 

Wire Nails.—The demand for wire nails is still light, 
with buyers specifying only for present needs, which 
probably will not change much until the question of 
stabilized prices in the principal staple materials has 
been agreed to in some way. If there is more unan- 
imity on building and kindred materials for the balance 
of the year, as has been proposed in government and 
trade circles, there will be more activity in this and 
other affiliated commodities. There are better assort- 
ments and larger stocks of nailS available now than 
have been. 

Wire nails, in store, are $4.25, and carted by the jobbe 
$4.35 base per keg. 

Cut Nails.—The supply of cut nails is still exceed- 
ingly light, with no immediate prospect of much im- 
provement. The principal mill, which is the largest 
producer of cut nails, is still closed, at is has been for 
months because of a strike. There is but little doing 
in export, mainly owing to lack of nails, pending the 
resumption of production. 

Cut nails, in store, are $5.75, and carted by the jobber 
$5.85 base per keg. 

Rope.—Rope trade in this locality is very dull, a 
chief cause being strikes which have prevailed for some 
weeks among harbor workers, thereby interfering with 
the operation of tugs, barges and other harbor craft. 
This has materially affected the business of ship 
chandlers, which in turn curtails transactions in cord- 
age. Better business is looked for after awhile but at 
present it is very unsatisfactory. There has been some 
Manila hemp fiber purchased in the Philippines at 
slightly reduced prices, but this material will not arrive 
in the U. S. A. before July for manufacture into rope 
by August. 


Exports of Manila hemp fiber from the Philippines 
during 1918 reached 166,586 long tons with a price 
average, covering lowest and highest grades, of 15'%c. 
per pound against 12%c. in 1917. There was a larger 
value by over $11,000,000 compared with 1917. During 
the calendar year of 1917, Manila hemp was exported 
from the Philippines as follows: 166,758 long tons, 
value of $46,807,780; 1918, 166,586 long tons, value of 
$58,191,550, of which total there came to the U.S. A. 
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94,070 long tons and $29,645,548 in 1917 and 85,452 
long tons and a valuation of $32,734,201 in 1918. 


prices are as follows: Manila rope, %-in. diam, 
harad- 


Lope and 


larger, highest grade is 27c.; second grade, 26c., and 

ware grade, 24c. Sisal rope, %-in. diam. and larger, highest 
grade, 23c., and second grade, 20c. base per Ib. Sisal, hay, 
hide and bale ropes, medium and coarse, are, first quality, 
23%c. and second quality, 20%c. base per Ib. Sisal, tarred, 
medium lath yarn, first quality is 23c. and second quality 


20e, per Ib. base. 

Window Glass.—Trade in window glass is slack, with 
no immediate prospect of improvement. All glass 
makers, it is predicted, will close down about May 28 
until next fall, while those who reach their quota of 
production sooner will doubtless draw their fires before 
that date. Others, it is believed, may go out of blast 
for the season before reaching their allotment, because 
of the small demand. 


A manufacturer who has produced 50,000 boxes of 
window glass at approximately $5 per box cannot long 
afford to carry the load, especially in the absence of a 
satisfactory business outlook in the near future. 


Window glass prices are as follows: Single strength A and 
B, all sizes, 77 per cent; double strength A, all sizes, 79 per 
cent, and double strength B, all sizes, 81 per cent from job- 
bers’ lists 


Manufacturers’ Reports on Prices 


Carburetor Perfector.— The Automotive Manufacturing 
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Office of HARDWARE AGE, 
Chicago, April 25, 1919. 


ETAIL trade continues to be active and distribution 

of seasonable goods is all that could be expécted. 
There is a report from Washington that the President 
has in effect ordered the Railroad Administration and 
Industrial Board to get together with the steel indus- 
tries on prices, and there is every reason to expect that 
the deadlock which has come between buyers and sellers 
in steel will come to an end and a resumption of buying 
will follow. This should mean an immediate expansion 
in manufacturing and building. If this agreement is 
reached at once it is reasonable to expect that the cur- 
rent year will end with practically a readjustment of 
business to a peace basis. 

According to a report of traffic conditions for the last 
week, the movement of both passenger and freight 
throughout the country shows a marked improvement 
over the preceding week. 

Both manufacturers and jobbers state that the week- 
to-week method of purchasing continues, and dealers 
are hesitating about placing orders for future delivery, 
but that the aggregate sales continue to be very satis- 
factory. Building operations show some improvement, 
but public work continues to be slow to get under way. 
Private enterprises, however, are going ahead, as indi- 
cated by the number of building permits issued. 

Released and available labor is being employed much 


faster than was expected, and the danger of great sur- 


plus of idle labor is growing less. 

With the prospects of the largest wheat crop on rec- 
ord, there is an exceptionally large demand for agri- 
cultural products. Manufacturers of grain scoops state 
that dealers are about doubling their orders in antici- 
pation of the big demand. 

Cash sales have been handicapped, due to the in- 
clemency of the weather. Collections are uniformly 
good. 

Ash Cans.—Spring cleaning has created a heavy de- 
mand for ash cans, and dealers state that their sales are 
above normal. Jobbers also report very satisfactory 
business and state that their orders from the manu- 
facturers are being filled promptly. 


We quote from jobbers’ stocks, f.o.b. Chicago: No. 22 gal- 
vanized 6-riveted and 6-angle stays with drop side handles, 
$2 each: No. 33 at $2.35 each; No. 44 8-angle stays, $2.45 
each. Extra heavy galvanized iron with drop side handles, 
triple ribbed staves with outside rim cover, No. 170, size 
15 x 26-in., at $3.75 each; No. 190, 18 x 26-in., $4.75 each; 
No. 206, 20 x 26-in., $5.75 each. 


Axes.—As there has been no change in the price 
made during the year, the retailers feel that lower 
prices should be put into effect, the result is very few 
orders for axes are being placed at this time. Manu- 
facturers, however, claim that their cost of production 
is high and that there has been no change in the price 
of handles, labor and other raw material which would 
warrant lower prices. 

We quote from jobbers’ stocks, f.o.b. Chicago: First quality 
single pitted axes, 3-lb. to 4-lb., $14 per doz. base. 

Alarm Clocks.—Never before was there such a rush 
of orders for alarm clocks as during the past week. The 
moving of the clock one hour ahead has made it essen- 
tial that everybody work by the clock. Manufacturers 
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Company, Dayton, Ohio, quotes the York Carburetor Per 
fector at $6 each 

Game Traps.—The Oneida Community, Ltd., Oneida, New 
York, quotes Victor No. 1, Giant Game Traps at $2.02 pei 
dozen, with chains. 

Oil and Molasses Gates.—E. C. Stearns & Company, Oneida 
Street, Syracuse, New York, quote Stearns’ Lock-fast (i! 
and Molasses Gates at 30 per cent discount. 

Paint, Wall Finish and Stain.—The Charles H. Brown 
Paint Company, Fulton & Clinton Streets, Brooklyn, New 
York, quotes: Brown’s Pure Linseed Oil Paint, per gal., 
$3.26; Brown's Flat Wall Finish, $2.67, and Woodlife Shingle 
Stain, per gal., $0.90 to $1.25. 

Spark Plugs.—T he United Manufacturing & Distributing 
Company, Ohio Street and Lake Shore Drive, Chicago, Ill. 
quotes Giant Spark Plugs at 60c. and Junior Spark Plugs, 
40c. each. 

Spark Plugs and Metalglas.—The Eclipse Manufacturing 
Company, Indianapolis, Ind., quotes spark plugs as follows 
To dealers—Hercules Giant, lots of 1 to 50, each 65c.: lots of 
50 to 100, each 62%c.; lots of 100 upwards, each 60c. Hercules 


Junior, lots of 1 to 50, each 40c.; lots of 50 to 100, each 37%.. 
lots of 100 upward, each 35c. Hercules Giant Airplane 
Special, each 75c. Hercules Giant and Airplane, Specia! 


Porcelains Assembled, each 35c. 
Assembled, each 25c. Metalglas, 
glass: 4-o0z. size, per doz., $1.60; 1-lb. size, per doz., $4; 5-Ib 
pail, each $1.50; 10-lb. pail, each $3. 

Wringers, Beaters, Swatters and Guards.—The Bouquet- 
Brownson Company, Inc., Endicott Arcade, St. Paul, Minn. 
quotes as follows, namely: Family Mop Wringers, per doz., 
315; Justright Carpet Beaters, per doz., $1.10. Fly Swatters, 
BB 1, per doz., 40c.; BB 2, per doz., 65c.; BB 3, per doz., 
80c.; BB 5, per doz., 40c.; BB 10, per doz., 70c.; BB 15, per 
doz., 90c. Nose Guards, Acorn, Pal doz., $3.15; B-Co., per 
doz., $2.80; Flexible, per doz., $2.35. 
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are unable to supply the demand, and the result is that 
jobbers’ stocks are badly broken, and there are short. 
ages in the leading sellers. Heretofore a dollar was 
the standard price to pay for an alarm clock, but now 
the better grades of alarm clocks, ranging from $2.50 
to $3.00, are in greater demand than the cheaper ones. 

We quote from jobbers’ stocks, f.o.b. Chicago: The Amer 
ican Alarm Clock, in less than dozen lots, $11.04 per doz. ; 
dozen lots, $10.64 per doz.; case lots of 4 doz., $10.37 per 
doz. Lookout Alarm Clocks, less than dozen a. $13.87 pei 
doz. ; dozen lots, $13.46 per doz.; case lots of 2 doz., $13.07 
per doz. Tattoo Alarm Clocks, dozen lots, $24.95 per doz. 
case lots of 50, $24.35 per doz. Slumber Stopper, radium 
= dozen lots, $32 per doz. Big Ben and Baby Ben, $2 
eacn, 

Babbitt Metal.—Sales on babbitt metal continue to 
improve. The bulk of the business comes from the 
manufacturing and farming districts. Jobbers, how- 
ever, have fair stocks on hand and do not expect a 
shortage. 

We quote from jobbers’ stocks, f.o.b. 
babbitt metal, in full boxes, 9c. per Ib.; 
full boxes, 18c. per Ib. 

Coil Chain.—Normal stocks of all sizes of coil chain 
is now being carried by the jobber. Sales are reported 
to be coming in in fair volume, especially from the 
farming districts. There has been no change in the 
price since last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
proof, fire welded coil chain, % in., 10c. per lb. base. 

Clipping Machines (Sheep).—Jobbers report that re- 
orders for sheep clipping machines are being placed 
by the retailer, which indicates that the farmer appre- 
ciates more and more the fact that great saving of wool 
can be effected by the use of shearing machines. There 
is also large quantities of repairs for these machines 
being called for. Up to the present time there is no 
shortage and jobbers are able to fill all orders promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 8, sheep 
shearing machine, $12 list each; No. 9, $14 list each; and 
New Model, $14 list each. The above prices carry a discount 
of 25 per cent. 

Eaves Trough and Conductor Pipe.—Jobbers in this 
market have revised their prices on eaves trough and 
conductor pipe, lowering the price on eaves trough 
30c. per 100 ft. and advancing the price on conductor 
pipe of 30c. per 100 ft. The demand continues to be 
very good and there is a great deal of repair work 
going on at this season of the year. The supply is suf- 
ficient to meet all requirements. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage, la) 
joint eaves trough, 5-in., $5.15 per 100 ft.; 29-gage conductor 
pipe, 3-in., $6 per 100 ft. These prices are for full crate lot: 

Files.—It is not expected that there will be any fur- 
ther reductions in the price of files for some time. Job- 
bers have placed orders for future requirements and 
report that very satisfactory sales are being made to 
the dealers. Stocks are good. 


Hercules Junior Porcelain: 
for polishing metal and 


Chicago: Standard 
Revenoe brand, in 


Standard 


We quote from jobbers’ stocks, f.o.b. Chicago: Nicholso 
files, 50-24%, per cent discount; New American, 50-10-5 per 
cent discount; Disston, 50-5 per cent discount; Black Dix 


mond, 50 per cent discount. 


Glass, Putty and Glaziers’ Points.—There has been 


no change in the glass situation since last reported. 
While large specifications are coming in to be { gured, 
there are few orders being placed at this time. How- 


ever, the outlook for the future is good, and it is pre- 
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dicted that as soon as construction work gets in full 
swing there will be a shortage of glass, as the manu- 
facturers continue to work on about 50 per cent of 
their capacity. . 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, all sizes, 77 per cent off; single strength B, first 
three brackets, 77 per cent off; all sizes of double-strength 
\, 79 per cent off. 

We quote from jobbers’ stocks, f.o.b. Chicago: Putty, in 
100-lb. kits, $4.25; glaziers’ points, No. 1, No. 2 and No. 3, 
| doz. to a package, 65c. per pkg. 

Guns and Ammunition.—Jobbers state that they have 
received a few Smith & Wesson revolvers and are offer- 
ing them for current shipment, one to a customer, sub- 
ject to prior sale. Sales on shot guns and ammunition 
have improved during the last week, and jobbers re- 
port satisfactory orders for future delivery are being 
booked by road salesmen, and from all indications the 
demand for guns and ammunition will be very heavy. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single bar- 
-el competition shot guns, 12-gage, 30 or 32 in. barrels, plain 
extractor, $7.15 each; with automatic ejector, $7.40 each; 
Standard shot guns, 12-gage, 30 or 32 in. barrel, plain ex- 
tractor, $8.35 each; with automatic ejector, $8.75 each; 
double barrel guns, 12-gage, with hammers, $17 each; ham- 
merless, $20.25 each. No discount. 

No. 22 short semi-smokeless cartridges: $5 per thousand; 
No. 22 short semi-smokeless, rim fire, $11.75 per thousand ; 
No. 22 long semi-smokeless, $6 per thousand; No. 32 long 
semi-smokeless, rim fire, $13.50 per thousand. Discounts 20-5 
per cent. Peters’ target shells, smokeless, 3 drams powder, 
1 oz. shot, 1 to 10, $40 per thousand; Peters’ Referee semi- 
smokeless, 3 drams powder, 1 oz. shot, 1 to 10, $37 per thou- 
sand. Discounts 10-7%. 

Galvanized Ware.—While no large orders are being 
placed for galvanized ware even at the present prices, 
the demand for immediate requirements is proving very 
satisfactory. Dealers are reported to come into the 
market two or three times a week for the same item. 
Jobbers, while not over-loaded, are carrying fair stocks 
and are filling all pick-up orders promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $7.15 per doz.; No. 1, $8.80 per doz. ; 
No. 2, $10 per doz.; No. 3, $11.55 per doz.; medium grade, 
heavy galvanized tubs, No. 100s, $13.25 per doz.; No. 200s, 
$15 per doz.; No. 300s, $16.75 per doz.; common galvanized 
pails, 8-qt., $2.70 per doz.; 10-qt., $3.10 per doz.; 12-qt., $3.35 
per doz.; 14-qt., $3.75 per doz.; 16-qt., $4.65 per doz. 

Garden Hose.—It is advisable that dealers have ample 
stocks of garden hose on hand, as a few warm days 
will start the demand for hose. Jobbers are urging 
all dealers who have not already ordered to do so at 
once. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Crow brand Competition hose, not guaranteed, in 50 ft. 
lengths, 10c. per ft.; 3-ply, %4-in. guaranteed hose, 11%4c.; 
3-ply, %-in. guaranteed hose, 13c.; 4-ply, ™%-in. guaranteed 
hose, 15¢.; 4-ply, %-in. hose, 16c. 

Wood Handles.—While the supply of wood handles 
continues to improve, there is still a shortage in sev- 
eral lines. Prices continue to be firm and no imme- 
diate declines are looked for. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hick- 
ory axe handles, $3.75 per doz.; No. 2 hickory, $3 per doz. ; 
extra quality hickory, $4.50 per doz.; No. 1 railroad pick 
handles, $4.50 per doz.; second growth hickory hatchet and 
hammer handles, 14-in., $1.50 per doz.; medium quality, 14- 
in., 85e. per doz. 

Jack Screws.—Now that some of the spring work 
is getting under way, the demand for jack screws is 
improving. Jobbers’ stocks are fair and prices remain 
firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Jack Screws, 
standard makes, 40-10 per cent discount from lists. 

Lanterns.—Sales for this week on lanterns have 
showed a marked improvement. The moving of clocks 
an hour ahead has forced the farmer to get up in dark 
hours; the result is he is obliged to use lanterns. While 
jobbers now have fair stocks on hand the increased 
sales are likely to produce a shortage. 

We quote from jobbers’ stocks, f.o.b. Chicago: Competition 
lanterns, No. 0 tubular, $6 per doz.; No. 2 tubular cold blast, 
$8.65 per doz. 

Lace Leather.—The farmer as well as the manufac- 
turer have come into the market and are requiring 
large quantities of lace leather. While there is no 
shortage, jobbers’ stocks are not as heavy as earlier 
in the season. There has been no change in price since 
last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Raw-hide 
lace leather, %-in., $1:65 per 100 ft.; %4-in., $2 per 100 ft.; 
Chrome lace leather, %-in., $1.20 per 100 ft 14-in., $1.30 
per 100 ft. 

Nuts and Bolts.—Jobbers are buying in good volume, 
as they apparently feel that the new price basis has 
reached its low level. Retail sales over the counter 
are improving, and a heavy demand is reported from the 
farming and manufacturing districts. 

We quote from jobbers’ stocks, f.o.b. Chicago: Machine 
bolts up to % x 4 in., 50-10-5 per cent off; larger sizes, 40-5 
per cent off; camiage bolts, up to % x 6 in., 50-5 per cent 
off; larger sizes, 30-10 per cent off. Lag screws, 50-10 per 
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cent off; stove bolts, 75 per cent off; tire bolts, 60 per cen 
off. 


Wire Nails.—There is no shortage of wire nails, and 
the demand is increasing every day. Dealers, however, 
are not placing orders for futures, as they feel that 
possibly there might be further reductions in prices 
owing to the controversy between the Industrial Board 
and the Steel interests. As soon as prices are definite- 
ly established the demand for wire nails will immedi- 
ately increase. 

We quote from jobbers’ stocks, f.o.b. Chicago: Commor 
wire nails, $3.90 per keg base; cement coated nails, $3.50 per 
keg base 

Lawn Mowers.—The warm weather has had its natu- 
ral effect on the sale of lawn mowers. While the de- 
mand is not in full swing, dealers report that they have 
made quite a few sales, and from all indications this 
will be a very good season. Manufacturers have filled 
all their original specifications, and a few of them are 
‘arrying over some surplus stocks. It is expected, how- 
ever, that these stocks will be used up and a shortage 
will appear. 

We quote from jobbers’ stocks, f.o.b. Chicago: Reading 
Hardware Co.’s Nipper Lawn Mower, 3-in. wheel, 3 blade 
plain bearing, 14-in. cut, $4.70 each; 16-in., $4.85 each; 18-in. 
$5.05 each. Reading Hardware Co.'s -Quality, 9-in. wheel 
4 blade, ball bearing, 14-in., $6.55 each; 16-in., $6.80 each 
18-in, $7.05 each. Reading Hardware Co.'s kmpire, 10-in 
wheel, 4 blade, ball bearing, 14-in., $10.50 each; 16-in., $10.75 
each; 18-in., $11 each; 20-in., $11.25 each. 

Post Mauls.—Jobbers report that this has been an ex- 
ceptionally good season for post mauls, as the farmer 
has done a great deal of fence building. Stocks are fair 
and prices remain firm. 

From jobbers’ stocks, f.o.b. Chicago: Handled post mauls 
7-lb., $7.25 per doz. 





Roofing and Building Paper.—Sales on roofing and 
building paper are improving. Both jobbers and retail- 
ers feel that this will be an exceptionally good season, 
as a large amount of repair work was put off last year 
which will have to be done this season, and now that 
the new work is going ahead there is sure to be a new 
demand for all kinds of roofing and building paper. 
Stocks in general are good, and prices are the same as 
last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Certain-teed 
roofing, one-ply, $1.53 per sq.; Certain-teed roofing, two-ply 
$2.04 per sq.; Certain-teed roofing, three-ply, $2.55 per sq.; 
Major roofing, one-ply, $1.28 per sq.; Major roofing. two-ply 
$1.69 per sq.; Major rooting, three-ply, $2.10 per sq. ; Se tine) 
roofing, one-ply, S3c. per sq.; Sentinel roofing, two-ply, $1.04 
per sq.; Sentinel roofing, three-ply, $1.25 per sq.; tarred felt 
$2.60 per 100 lb.; red and gray rosin paper, $47 per ton. 

Razors and Blades.—Manufacturers of razors and 
blades state that they are in a position to fill all orders 
promptly, and that there should be no shortages. Sales 
continue to be very heavy, and prices on both blades 
and razors continue to be firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Full hollow 
ground, open blade razors, square point, flat rubber handles 
$17.25 per doz.; three-quarters hollow ground, square point 
oval rubber handles, $14.75 per doz. 

Sarety Razors.—We quote from jobbers’ stocks, f.o.b. Chi- 
cago, as follows: Gillette, $45 per doz.; Auto-Strop, $45 per 


doz.; Gem, in one doz. lots, $5.40 per doz.; 3 doz. lots, $§ 
per doz.; Ever-Ready, in one doz. lots, $8.40 per doz.: 3 doz 
lots, $8 per doz. 

BLADES. We quote from jobbers’ stocks, f.o.b. Chicago 


Gem, in 1 doz. sets, 7 blades to a set, $4.20 per doz. sets; 
Eiver-Ready, 1 card containing 1 gross blades, 14-doz. to a 
package, 24 packages to the card, $6.72; Gillette, in 1 doz 
packages, 6 blades to the package, $4.50; Gillette, 1 doz 
packages, 12 blades to a package, $9; Auto-Strop, No. 610% 
in doz. packages, 6 blades to a package, $4.50; Auto-Strop 
No. 610, in doz. packages, 12 blades to a package, $9 

Hand Toilet Clippers.—Manufacturers of hand toilet 
clippers continue to be behind with their orders, as the 
demand was never greater than at this time. Jobbers’ 
stocks are badly broken, and they report that they do 
not know when they will be able to supply the demand. 

We quote from jobbers’ stocks, f.o.b. Chicago: Hand toilet 
clippers, Khedive, $1.55 each; Triumph, ball bearings, $2 
each; Liberty, $2.50 each; Bay State, $3 each; Competitior 
hair clippers, 85c. each 

Rope.—There is nothing new to report on the rope 
situation. There is very little buying for futures, and 
all orders being placed are for immediate requirements 
Retail sales over the counter are reported as fair. 

We 


quote from jobbers’ stocks, f.0.b. Chicago: No. 1 manila 
rope, 2714c. per Ib. base; No. 2 manila, 264%c. per Ib. base 
No. 2 manila, 24%4c. per lb. base; No. 1 sisal, 2344c. per Ib 


No. 2 sisal, 20%4e. per Ib. 

Spark Plugs—Sales on spark plugs are especially 
good, as this is the season of the year when the demand 
should be the heaviest. Jobbers’ stocks are well as- 
sorted, but they state that deliveries from the manufac- 
turers continue to be slow. 

We quote from jobbers’ stocks, f.o.b. Chicago: Hercules 





Giant, lots of 1 to 50, 65¢. each: lots of 50 to 100. 62M%e. 
each; lots of 100 and upward, 60c. each; Hercules Junior, 
lots of 1 to 100, 40c. each: lots of 100 to 150, 3714¢. each; 
lots of 150 and upward, 35c. each. Hel-Fi standard spark 
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plugs, lots ot 1 to 50, 45c. each; lots of 50 to 100, 42%ec 
zach; lots of 100 and upward, 40c. each; Hei-Fi Super spark 
plugs, lots of 1 to 50, 65c. each; lots of 50 to 100, 6244c. each; 
lots of 100 and upward, 60c. each. 

Sandpaper.—Sales on sandpaper are very good, espe- 
cially from the manufacturing districts. Sales over the 
counter are also improving. There has been no change 
in price since last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 sand paper, best grade, $5.40 per ream; cheaper grade, 
$4.85 per ream. 

Solder.—Very heavy sales on solder are reported dur- 
ing the past week. Jobbers are finding it difficult to keep 
enough fifty-fifty solder on hand to meet the require- 
ments. Jobbers have not changed their quotations, and 
the market seems to be firm at the present prices. 

We quote from jobbers’ stocks, f.o.b. Chicago: Warranted 
50-50 solder, case lots, 40c. per lb.; No. 1 plumbers’ solder, 
zase lots, 34c. per Ib 

Roller Skates.—Orders for roller skates are now be- 
ing taken subject to stock on hand. During the week 
jobbers were entirely out of girls’ skates, and had just 
a few of the boys’ left. Shipments from the manufac- 
turers are very slow, and dealers who have not enough 
skates on hand to take care of their trade will find it 
very difficult to replenish their stocks. 

We quote from jobbers’ stocks, f.o.b. Chicago: Either Con- 
ron or Barney & Berry roller skates, ball bearing, boys’, $1.75 
per pair; girls’, $1.90 per pair. 

Steel Sheets.—Buying on steel sheets is only for im- 
mediate requirements. The consumer evidently expects 
an open market and that prices on steel sheets will 
decline. Stocks are very light, and there seems to be 
a0 indication of heavy buying at the present prices. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 28 black 
sheets, $5.37 per 100 lb.; No. 28 galvanized, $6.72 per 100 Ib. 

Sash Weights.—There are very few sash weights be- 
ing used at this time, as new buildings have not ad- 
vanced far enough to require them. Dealers refuse to 
ouy even at the new prices for future deliver., as they 
fee] that prices are too high. Stocks of the jobbers and 
retailers have been allowed to run very low, as they 
are depending on the manufacturers to carry stocks. 

We quote from jobbers’ stocks, f.o.b. Chicago: Sash weights 
n ton lots, $42 per ton, in less than ton lots, $44 per ton. 

Stove Pipe and Stove Board.—While the bulk of the 
yusiness for next season has been booked on stove pipe 
and stove board, there continue to be a few dealers 
who put off ordering, and jobbers have instructed their 
salesmen to canvass their territory thoroughly and book 
orders wherever possible. It is not expected that there 
will be a shortage, and manufacturers have assured 
the jobber that they will be in a position to fill their 
orders promptly. 


We quote from jobbers’ stocks, f.o.b. Chicago: Stove 
dipe, 30-gage, 6 in, $14.50 per 100; 28-gage, 6 in., $17.25 
ser 100; elbows, heavy corrugated, 8 in.; $1.80 per doz.; 
nedium, 6 in., $1.50 per doz.; common adjustable, $1.60 per 
loz. 

We quote from jobbers’ stocks, f.o.b. Chicago: Square 
srystal stove board, wood lined, 24 x 24, $11.05 per doz.; 
36 x 26, $13 per doz.; 28 x 28, $15.25 per doz.; 30 x 30, 
$17.15 per doz.; 33 x 33, $20.65 per doz.; 36 x 36, $24.65 per 
joz. Square crystal stove boards, paper lined, 18 x 18, $5.90 
ger doz.; 24 x 24, $7.15 per doz.; 26 x 26, $7.85 per doz.; 


‘8 x 28, $8.75 per doz.; 30 x 30, $10.40 per doz.; 32 x 32, 





Hardware Age 


$12.30 per doz.; 35 x 35, $15.35 per doz. Prices subject to 


10 per cent discount in case lots. 

Tacks.—Both manufacturers and jobbers have reduced 
their prices on tacks. Stocks are only in fair condi- 
tion, but sales are running better than for several 
months past. 

We quote from jobbers’ stocks, f.o.b. Chicago: Upholsterers’ 
tacks, 6-0z., 25-lb. boxes, 1544c. per lb.; bill posters’ tacks, 
6-0z., 25-lb. boxes, 15c. per Ib. 

Wheelbarrows.—It is advisable that dealers look over 
their stocks of wheelbarrows and see that they are 
amply supplied, as the demand is expected to be unusu- 
ally heavy. The large amount of road work being au- 
thorized by the various States will necessitate the use 
of large quantities of wheelbarrows. The present prices 
on wheelbarrows are expected to hold good for some 
time, as manufacturers state their cost of production 
continues to be very high. 


We quote to retailers, f.o.b. Chicago: No. 4 tubular bar- 
rows, all steel, $7 each; common tray or stave barrows, $2.25 
each; angle leg garden barrows, $4 each. 


Wire Products.—Jobbers are finding it very difficult 
to obtain enough barb wire to supply the demands. The 
farmer is coming in the market for large quantities of 
both barb wire and fence staples. The shortage of 
fence staples is very marked. Sales on poultry netting 
also are showing an improvement. Jobbers state that 
sales on wire cloth are very slow, but that a few warm 
days will start the demand. 


We quote from jobbers’ stocks, f.o.b. Chicago: Painted barb 
wire, $4.05 per 100 lb.; galvanized barb wire, $4.75 per 106 
Ib.; No. 9 plain wire, $3.65 per 100 lb.; No. 9 ga.vanized 
wire, $4.35 per 100 lb.; staples, plain polished, $4.05 per keg 

We quote from jobbers’ stocks, f.o.b. Chicago: Poultry net- 
ting, galvanized before weaving, 50 per cent discount; gal- 
vanized after weaving, 45 per cent discount. 

WIRE CLOTH. We quote from jebbers’ stocks, f.o.b. Chi- 
cago: 12-mesh black from $2.15 to $2.25 per 100 sq. ft., base 
This price is for sizes from 24 in. to 48 in. Sizes below 24 in 
are 10c. per hundred higher, sizes above 48 in. are 40c. per 
hundred higher. 


Game Traps.—Orders are being booked very freely 
for next summer and fall delivery on game traps. Sales- 
men report that dealers’ stocks in general are very low, 
and from all indications sales for this season will be 
very heavy. There has been no change in price since 
last reported. 

' We quote to retailers, f.o.b. Chicago, game traps as fol 
Ows: 
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BOSTON 


Office of HARDWARE AGB, 
3oston, April 26, 1919. 
N° matter from what angle you look at it, the New 
England shelf hardware market is largely a 
weather affair. And because we, in this neck of the 
woods, have been blessed with an abundance of sun- 
shine seven out of ten of the retail hardware dealers 
nave had a very good business since last reports, which 
nas been reflected throughout the local jobbing trade. 
There was a short period, during the telephone strike, 
when things slowed up considerably, but those jingle- 
ess days have passed, the switchboard operator has 
stopped manicuring her nails because she has no time 
yxetween plug-ins, road salesmen are able once more 
70 cover large retail fields daily, and business is on its 
“oes once more. At the rate business is being booked 
-o-day April gross sales will show up remarkably well. 
in passing through some shipping rooms during the 
vast day or two we noticed floors comparatively clean. 
Jpon investigation in each instance it was found orders 
were not coming through offices as fast as they might, 
which suggested congestion due to the influx follow- 
ng the settlement of the telephone strike. The sug- 
zestion proved true, but matters should quickly adjust 
shemselves, within a day or so, and shipment of goods 
thould be more prompt. 
Sentiment in heavy hardware circles is mixed. Those 
houses who do not go into side lines such as automobile 
eecessories are inclined to he somewhat pessimistic, 








while those who do are not. Building is on the increase 
beyond a question of doubt, but its influence on the 
local heavy hardware stocks has not been noticeable. 
The trade feel that the consuming public realizes that 
prices will be lower if the Railroad Administration and 
mill representatives continue to heckle over values. One 
or two of the most pessimistic are free to state that 
general business conditions are such that it is quite 
doubtful if a further material reduction in iron and 
steel prices would result in an immediate resumption 
of active buying. After talking with such people for a 
while until gloom begins to filter through one’s skin, 
it is refreshing to meet the heads of those firms that 
deal in a wider variety of goods. Such concerns are 
doing just enough iron and steel business to keep in- 
terest alive, and at the same time a rattling good trade 
in accessories and other things. 


Automobile Accessories.—Just now tires are going 
big and the fellow who is not benefiting by this 
business has no one but himself to blame. For some 
months, in fact, long before the automobile shows, it 
was generally known that the automobile manufac- 
turers were expecting a record business this year. If 
such should prove the case, what is more natural than 
to expect a tremendous business? Batteries, belts, 
bumpers, carbon removers, tire chain, grease cups, fire 
extinguishers, graphite, ignition cables and systems, 
jacks, lamps and lenses of all kinds, various kinds of 
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oil, spark plugs, valves, wheels, all kinds of tools, and, 
in fact, virtually everything in the accessory line is 
moving in and out of stock in a very satisfactory man- 
ner. 


Barbed Wire.—The majority of jobbing houses here 
report a better demand for barbed wire, but admit 
business could be much larger. It would seem, how- 
ever, that the ice is broken and that the retail trade 
has about made up its mind it cannot defer purchases 
much longer. Local prices appear steady. 


We quote from jobbers’ stocks: Catch weights, 80-rod reels, 
four-point barbed, $4.64; plain two-ply twisted, 80-rod reels, 
$4.20. 


We quote, f.o.b. factory: 80-rod reels, galvanized, barbed 
wire, in less than carload lots, $3.84 per 100 lb. Two-ply 
twisted, in less than carload lots, $3.55 per reel. 


Bolts and Nuts.—Generally speaking the demand for 
bolts and nuts is quieter than it has been before in a 
long time. Local stocks are fairly large and because 
of this fact and other reasons the average jobber is 
far from pleased with the situation. 


Machine bolts, C. T. & D. nuts, 4 x % and smaller, 35 and 
5 per cent discount; 4% x % and larger, 30 per cent dis- 
count; with H. P. nuts, 4 x.% and smaller, 45 per cent dis- 
count 4% x % and larger, 35 per cent discount; common 
carriage bolts, 6 x % and smaller, 40 per cent discount; 
6% x % and larger, 30 per cent discount; tap bolts, less 10 
per cent; Eagle carriage bolts, 70 per cent discount; stove 
bolts, large quantities, 70 and 10 per cent discount; bolt 
ends, 30 per cent discount; tire bolts, 50 and 10 per cent dis- 
count; semi-finished nuts, 9/16 and smaller, 70 per cent dis- 
count; % and larger, 60 per cent discount; finished case 
hardened nuts, 60 per cent discount; H. P. square blank in 
full keg, list; tapped, list; hexagon blank, list; tapped, list; 
c. P. C. & T. square blank, plus ic.; tapped, list; hexagon, 
blank, list; tapped, list. 


Chain.—There has been a material decline in local 
prices on heavy chain made possible by a revision in 
manufacturing lists. The demand has not responded 
to the new quotations, but local stocks are remarkably 
small and for that reason nobody appears uneasy over 
the situation. 

We quote from jobbers’ Proof coil self-colored 
chain in cask lots, 3/16-in., ‘ per 100 lb.; 4-in., $11.40; 
5/16-in., $10.80; %-in., 99.60; 7/16-in., $9.35; %-in., $9.15; 
9/16-in., $9.15; 5-in., $8.90; %4-in., $8.65; %-in., $8.15; 1-in., 
$8. BB, twist link and long link chain take the same extras. 





Cutlery.—The demand fof most lines of cutlery con- 
tinues to improve, especially for scissors and shears. 
The Gillette Safety Razor Co., since. Jan. 1, last, has 
received additional Government orders for about 500,000 
razor sets and about 24,000,000 extra blades for ship- 
ment to our soldiers overseas. It is understood the 
company has about all the business it can comfortably 
handle during the next six months, at least. It is 
rumored that some of the large hardware companies 
in this country have ordered goods from German cut- 
lery firms, which will be shipped as soon as the Allies 
allow. Careful investigation shows that so far as Bos- 
ton is concerned no such orders have been placed, 

Snips—Trimmer, No. 12, 97c. each; No. 10, $1.58; No. 9, 
$1.72; No. 8, $1.95; No. 7, $2.45. Dental snips, No. 0, $9.80 
dozen; No. 1, $10.75. 

Scissors—Heinisch and Wiss goods, standard embroidery 
(two sharp points), 3-in., $8.85 list per dozen; 3%-in., $9.20; 
{ in., $9.50. Standard ladies’ (one round and one. sharp 
point), 4-in., $9.50 list per dozen; 5-in., $10.10; 6-in., $11.40. 
Pocket (two round points), 4-in., $8.85 list per dozen; 4%4-in., 
$9.20; 5-in., $9.50. Buttonhole, 4%-in., $11.40 per dozen. 
Manicure, 3%-in., $12.65 per dozen. Nail, 3%-in., $12.65 
list per dozen. 

Shears—High-grade japanned, 6-in., $8.60 per dozen; 
6%-in., $9.20; 7-in., $9.70; 7%4-in., $10.25; 8-in., $10.80; 81%4- 
in., ; 9-in., $13.45; 10-in., $16.70; 11-in., $18.85; 12-in., 
$20.45; 13-in., $22.60. Popular-priced goods (warranted), all 
sizes, $4 per dozen. Low-priced goods, all sizes, $2 per dozen. 

Knives—Butcher knives, standard make, 6-in., $4 per 
dozen; 7-in., $4.80; 8-in., $6; 9-in., $7; 10-in., $8.50; 12-in., 
$11; 14-in., $14. 

Pocket Knives—Standard make, $7.50 to $9 per dozen. 

Hair Cutters—Popular kinds, plain cases, 75c. and $1.50 
each. Fancy cases cost more. 


Safety Razors—Gillette regular sets, $5; traveling sets, 
$16 to $27, less 25 per cent discount. Auto-Strop regular sets, 


$5, less 25 per cent discount. Gem. $1 sets, $8.40 in dozen 
and 99 in less than dozen lots. Ever-Ready sets, $8.40 in 
dozen and $9 in less than dozen lots. 

Faucets.—A slight decline in prices for brass bibs 
and faucets, as quoted by the local jobbing trade, is 
recorded. 


Files—Some improvement in the demand for files is 
noted here and there, but business continues well below 
normal, Stocks here, however, are by no means large 
and the market really is in a better technical position 
than trade conditions would seem to indicate. 

We quote from jobbers’ stocks: Chelsea hand cut files, 
=: American machine cut files, 50 and 10 and 5 per cent 
discount. 

Fishing Tackle—Trout fishing in Massachusetts is 
allowable now, and this fact is reflected in sales of 
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fishing tackle, according to some of the largest retail 
houses handling such goods. 


_ Freezers.—The call for ice cream freezers is improv- 
ing as the time for prohibition draws nearer. Accord- 
ing to figures available at the State House here the 
number of ice cream manufacturers this year probably 
will be the largest on record. It is natural to assume, 
therefore, that the household consumption will be much 
greater. If such should prove the case freezers should 
sell very well a little later. 

We quote from jobbers’ stocks: White Mountain freezers, 
1-qt., $2.43; 2-qt., $3.03; 3-qt,. $3.60; 4-qt., $4.23; 6-qt., $5.37; 
8-qt., $6.93; 10-qt., $8.85; 12-qt., $11.25; 15-qt., $13.35; 20-qt., 
$17.31; 25-qt., $22.20 each. 

Galvanized Bars.—Galvanized bars continue to sell 
moderately well, according to the few local concerns 
who happen to have ample supplies. Prices, so far as 
can be learned, are holding firm, but their future de- 
pends largely on the steel and iron markets. 

We quote from jobbers’ stocks: Flat galvanized bars in 
stock, 1 x % in., 12 ft. long, $7.70 per 100 Ib.; 1 x 3/16 in., 
12 ft. long, $6.90; 1 x % in., 16 ft. long, 96.90; 14% x %& in., 
16 ft. long, $6.90. 

Round galvanized bars in stock, % in., 18 ft. long, $6.90 
per 100 Ib.; % in., 18 ft. long, $6.80; % in., 18 ft. long, $6.70. 


Galvanized Goods.—The call for galvanized goods, 
such as coal hods, pails, tubs, etc., has flattened out 
considerably since the recent revision in local prices. 
There is, of course, some stock moving all the time, 
but orders for spot shipment are growing fewer all the 
time. The average jobber is inclined to believe that 
prices are as low as they will be this year. 

We quote from jobbers’ stocks: Pails—Common galvanized 
pails, light finished, 8-qt., $3.10 per dozen; 10-qt., $3.50; 
12-qt., $3.85; 14-qt., $4.32. Common pails, heavy finish 
(5 lb. to the dozen), 14-qt., $7.25 per dozen; lighter weights, 
14-qt., $5.65. 

Coal Hods—Medium grade (wood handle), japanned, size 
15, $3.80 per dozen: size 16, $4.06; size 17, $4.50. Galvanized, 
size 15, 95.75 per dozen; size 16, $6.37; size 17, $6.87; size 18, 
7.47. 

Tubs—Galvanized, No. 200, $16.25 per dozen No. 300, 
$18.20. 

Garden Tools.—The movement of garden tools from 
jobbers’ hands during the past week has been larger 
than it has been before for any similar period this 
spring. Retail sales have begun to pick up, but it will 
be several weeks before they reach a maximum. In the 
meantime gardenmen say they are disposing of large 
quantities of seed, fertilizer, etc. The public is being 
educated through the press in ways to sow grass seed, 
which should help the sale of rakes. School gardens 
and small back yard plots will be more numerous than 
ever this year, beyond a question of doubt, thanks to 
the constant endeavor of government officials to keep 
before the public the necessity of growing things to eat 
to help tide over the world in a period that may mean 
a food shortage far more serious than threatened dur- 
ing the war. More gardens mean more garden tools 
sold, no matter what the retail dealer is obliged to ask 
for them. , 


Glass.—One of the best places to look for indications 
of a revival of building activity is in the wholesale 
glass district of a large city. The local big glass ware- 
houses during the past fortnight have been busier than 
they have been before at any corresponding .period in 
the past year and a half. There have been periods of 
two, three and four days on a stretch when they could 
not guarantee deliveries to their own retail establish- 
ments. All of which means that building is on the in- 
crease, and just because general bysiness is backward, 
the hardware trade really is not awake to the fact 
that construction is expanding. But it is, and it will 
go ahead by leaps and bounds after the present Liberty 
loan is out of the way. 


Not fully satisfied with the tip we received in the 
glass market, we interviewed some of the largest of 
the Greater Boston builders to see what they would 
say. Boiled down to a few words, they say they have gone 
the limit on patching up old houses, that the demand for 
rents is so far in excess of the supply it is foolish to 
give percentages, and that they have opportunities to 
build hundreds of paid-for homes just as soon as every- 
body is convinced labor and materials have been estab- 
lished on a stable basis. But they add that the average 
fellow who wants to build a home and pay for it has 
made up his mind that things in general are not to be 
cheaper for some time, and that he might just as well 
go ahead with his proposition. And general opinion 
among the builders is that this great big building boom 
will start very soon. April sales of the big retail glass 
concerns will beat all records. The hardware jobber is 
getting his share of new business and naturally the 
retail concern, although business with the latter is not 
as brisk as it might be. Local glass prices are very 
firm. 
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We quote from jobbers’ stocks: Glass, single A and B, first 
three, 80 per cent discount; above first three brackets, 79 per 
cent discount from the list; double A, 80 per cent discount; 
double B, 82 per cent discount; A and B quality by the light, 
80 per cent d-scount; single lights, 80 per cent discount. 

Leaded Glass—Plain cathedral, 18c. per sq. ft.; monu- 
mental figured, \%-in. thick, 2Uc. per sq. ft.; double ground, 
23c. per sq. ft. 

Skylight Glass—Rough or rolled, 
ft.; 3/16-in. thick, 20c. per sq. ft. ; 

Globes.—A further reduction in the price of lantern 
globes is announced by jobbers here. The decline ranges 
from 7% to 15 per cent, the largest reduct:ons coming 
on goods not usually bought by the New England retail 
trade. 

Hack Saws.—Activity in hack saws seems to have 
come almost to a standstill, although here and there 
one locates a house that is moving a little stock. 

We quote from jobbers’ stocks: Hack saws, one gross or 
more, 15 per cent discount. 

Horseshoes.—The demand for horseshoes is excellent, 
and according to the jobbers there is every reason to 
believe that prices will be advanced before long. It is 
now evident that the manufacturers overdid the price 
cutting, for it is extremely doubtful if they are making 
money. 

We quote from jobbers’ stocks: Standard makes in 100-Ib. 
kegs, to blacksmiths and consumers in. Maine, New Hamp- 
shire, Vermont, Massachusetts and Rhode Island points, $5.40 
per keg base. Direct shipments in any quantity from the 
mill, $5.40, with freight allowed on any quantity. Base prices 
are for No. 2 or larger. To Connecticut blacksmiths and 
consumers the base price is $5.15 per 100-lb. keg. No freight 


thic k, l6c. per sq. 
thick, 25c. per sq. ft. 


\%-in. 
4-in. 






is allowed on store shipments. 

Fancy Shoes—Side weights, $12 per keg; track side 
weights, $12.25; toe weights, $10.75; steel shoes, $9.25; toe 
creased, $7. side wear, $9.75; calked, $9.25; extra light 
calked, $10. iron countersunk, $8.25; steel countersunk, 
$10; tips, $9.25: light driving, $9.25; featherweights, $9.25; 


mule, $8; all assorted shoes, 50c. per keg extra. 


Iron.—As indicated in the first part of this letter, the 
buying of iron is on a limited scale. Jobbers are well 
supplied with stock and some of them are not pleased 
over the prospect of taking further losses on it. 


We quote poe jobbers’ stocks: Best iron, flats, rounds 
and square, .50 base per 100 lb.; H & P ovals, half ovals 
and bevels, 36. 50; H. & P. half rounds, $5.50; refined iron, 
$3.45; Norway iron, $20. 


Lawn Mowers.—Orders for lawn mowers and mower 
parts are coming in more freely, largely for future 
delivery, but there is still much room for improvement 
in this respect. Prices appear to be on a sound basis. 

We quote from jobbers’ stocks: Lawn mowers, 12-in., 94.65 
each; 14-in., $4.80; 16-in., $5; 18-in., $5.20. 

Lead.—The sheet lead market is lower as a result of 
the recent reduction of lead metal quotations by the 
American Smelting & Refining Company. Sheet lead 
locally is now quoted on a basis of 11%4c. a pound list. 


Nails.—All kinds of nails are selling in moderate 
quantities and prices for most kinds are unchanged. 
Those on shoe goods, such as cobblers’ nails, hobnails, 
etc., have been marked down slightly. 

We quote from jobbe rs’ stocks: Wire nails, $4.25 per keg 
base. Cut nails, $5.35 base For galvanized nails an extra 
charge of 50c. per keg is made. Cement coated nails, stand- 
ard box, $5 per keg basis. 

Picks and Mattocks.—Local quotations on picks and 

mattocks have been marked down approximately 5 per 
cent. The demand for this class of goods is only fairly 
good, but stocks are comparatively small, according to 
the jobber. 


Poultry Supplies.—Those hardware jobbers handling 
poultry supplies are doing a land-office business. In 
fact, virtually all of them to date have sold more such 
goods than they did during the whole of 1918 or 1917. 
Curiosity led us to interview strictly poultry supply 
houses and between jumps in and out of offices man- 
agers informed us that never before in the history of 
the trade has business been as heavy as it is this season. 
People are not only buying poultry supplies of all kinds, 
but water glass in large quantities, evidently being fully 
convinced that eggs and poultry are to remain high in 
price for a great many months. 


Rivets.—“Hardly enough doing to constitute a mar- 
ket,” is the way one of the largest houses handling 
rivets puts it. Reports from other sources are much 
along the same lines. The jobbing trade is well sup- 
plied with goods. 

We quote from jobbers’ stocks: Norway 
10 per cent discount; structural rivets (full kegs), 
per 100 lb. 

Rope.—The call for rope of all kinds holds up re- 
markably well, and prices appear on a very firm basis. 
It is reported that some of the manufacturers are con- 
siderably behind on deliveries. 


We quote from 
basis; sisal, 25c. 


iron rivets, 50 and 
$5.50 base 


jobbers’ stocks: Manila, 29c. per pound 


tarred 


lath yarn, 22c. 
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Rubber Rose.—Some orders for rubber hose have 
begun to filter in and manufacturer and jobber have 
begun to pick up hope that business is to revive. No 
change in the price situation is noted 


We quote from jobbers’ stocks: Leader, 1%-in., 10% 
5-in., 114%4c.; %-in., 12%4%c.; Olympia, %-in., 12\%c.; % oi! 
34%c.; Milo, %-in., 4%4e.; Bull Dog, %-in., 18%c. per foot 


Sash Cord.—The undertone of the sash cord market 
appears unsettled. Some of the manufacturers believe 
prices should remain as they are; others think they 
should advance, and others believe conditions warrant 
a drop. The difference of opinion, however, has not 
been pronounced enough to warrant changing local 
jobbing quotations. The demand for cord remains of 
very small proportions, which undoubtedly causes the 
unsettled views of manufacturers. 


We quote from jobbers’ stocks: 
Samson, 90c. per pound base; Silver Lake, 88c.; 
64ic.; Acme, 50c. 


Screws.— Nothing new has developed in the screw 
situation since last reports. The market evidently has 
reached a resting point, but the demand for goods con- 
tinues slow and unsatisfactory. It is only fair to state, 
eee that business is a shade better than it was 

pri 


We quote from jobbers’ stocks: Wood screws, flat head 
bright, 774% per cent discount; flat head, blued, 77% per 
cent discount; round head, blued, 724% per cent discount; flat 
head, brass, 52% per cent discount; round head, brass, 5( 
per cent discount; flat head, galvanized, 62% per cent dis- 
count; flat head, nickel, 65 per cent discount; round head 
nickel, 65 per cent discount; the regular price beyond thie 
print is 10 per cent, and the extreme price beyond the print 
is 20 per cent. 

Cap and set screws: In full packages, set screws, including 
headless, 65 per cent discount; squares and hexagon head 
cap screws, 50 per cent discount; fillister head cap screws 
35 per cent discount; flat head cap, 25 per cent discount; 
round and button head cap, 20 per cent discount. In broken 
packages, set, including headless, 40 per cent discount; square 
and hexagon head cap, 35 per cent discount; fillister head 
cap, 20 per cent discount; flat head cap, 10 per cent discount 
round and button head cap, 10 per cent discount. 


Steel.—Because the consuming public is buying in a 
restricted hand-to-mouth manner the market appears 
weak, but no change in local prices is recorded. Job- 
bers, as a rule, are fairly well stocked, and naturally 
not placing orders with the mills. 


We quote soft steel bars from jobbers’ stocks: Flat bars 
stock lengths, not wider than 6 in. or thicker than 1 in. per 
100 Ib., $3.45 base; rounds and squares, 1%, in. and under, 
$3.45 base per 100 ‘tb. 

Angles and channels, 
per 100 lb.; over 3 in., $3.55; 
100 1lb.; over 3 in., $3.65. 

Cold-rolled steel, rounds up to 1 15/16 in. and squares and 


Braided cotton sash cord 
Phoenix 


under 3 in., stock lenyths, $3.45 base 
tees, under 3 in., $3.60 per 


hexagons, list; flats, list. Tire steel, 1% x % in. and larger, 
$4; thinner and narrower, $4.50. 
Hoop steel, $4.75 per 100 lb. base; band steel, $4.15. 


Tacks.—The tack market is understood to be easier, 
but no changes in local jobbing quotations have been 
made to date. It is intimated, however, a revision of 
prices may come before long. 


Washers.—The washer situation has not changed 
much. Salesmen are finding it difficult to convince the 
average consumer that prices are as low as they prob- 
ably will be for some time, as the limited demand shows. 


We quote from jobbers’ stocks: Malleable washers, 12c 
per lb.; cast washers, % and smaller, 6c.; larger, 5c.; cut 
washers, in full kegs (200 lb.) of a size, list; extras to con- 
sumers of less than keg lots of a size, add to list as follows: 


100 to 199 lb. of a size, 1c. per lb.; 50 to 99 Ib. of a size, 2c 
per lb.; 25 to 49 lb. of a size, 3c. per lb.; 10 to 24 lb. of a 
size, 4c, per lb.; 1 to 9 lb. of a size, 5c. per Ib. Y% 


including copper wire, etc., is 
to 10 per cent lower 


Wire.—Spool wire, 
cheaper, local jobbing lists being 5 
than they were a fortnight ago. 


Wire Cloth.—The market for wire cloth shows in- 
creased activity, the advent of a few stray flies evi- 
dently having stimulated buying. Shipments are going 
out promptly and the market appears to be in an ex- 
tremely healthy condition. 

We quote from jobbers’ stocks: 
$2.40 per sq. ft., f.o.b. Boston. 
$2.30 per sq ft., f.o.b. factory. 
$3.10, f.0.b. Boston, and $3.05 
3ronze wire cloth, 9c. per sq. ft., 
per sq. ft., f.o.b. factory. 

Wire Fencing.—Large shipments of all kinds of wire 
fencing are being made daily. In fact, sales are easily 
normal, with no signs of letting up within the near 
future. Fencing prices hold very firm on a basis pre- 
viously reported. 


Wire Screening.—All sizes of screening is selling well 
and local supplies have been drawn down considerably 
during the past month or so. Prices hold very strong 
as follows: 


Black wire cloth, 12 mesh 
Black wire cloth, 12 mesh 
Silver wire cloth, 12 mes! 
per sq. ft., f.o.b. Pittsburgh 
f.o.b Boston store, and 8!.' 


12 to 18 in. screening, $5 
24 to 48 in., $5.50. 


We quote from jobbers’ stocks: 
per 100 sq. ft.; 18 to 24 in., $5.25; 
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OFFICE OF HARDWARE AGE, 
Pittsburgh, April 28, 1919. 


ee does not seem to be any chance whatever 
of anything tangible coming out of further price 
‘onferences at Washington, and the idea now is that no 
more will be held, and that the Industrial Board of the 
Department of Commerce will go out of existence, if 
it has not already done so. J. L. Replogle, formerly 
Director of Steel Supply, has recently made a state- 
ment in regard to the price conferences at Washington, 
in which he states briefly that further conferences do 
not seem likely, and that serious injury was done to 
the steel trade by the failure of the Industrial Board, 
of which Mr. Peek was chairman, and Director Gen- 
eral of Railroads Hines, to get together and agree on 
prices which the Government would pay for rails and 
other track supplies. 

It is generaily recognized now that the steel market 
is open, but the expected price cutting has not ap- 
peared. On the other hand prices agreed on at Wash- 
ington to be effective March 21, are holding up well, in 
the face of the very limited amount of new business be- 
ing placed. One reason for this is that on some lines 
of finished products, present prices are pretty close to 
cost of the smaller mills, and should there be a further 
decline in prices, many more blast furnaces, steel 
works and other manufacturing plants would no doubt 
close down. To give an idea of the large cutting off of 
pig iron output, we can say that at this writing, out of 
14 blast furnaces in the Mahoning and Shenango val- 
leys, 21 are idle, while the Carnegie Steel Co., which 
has 59 blast furnaces, is operating only 33, and has 26 
idle. 

There has been some cutting in prices, but so far it 
is limited to a few of the smaller finished steel products, 
and the cutting in no case has been more than probably 
$2 to $3 per ton. In the case of cement coated nails, 
some of the smaller mills are cutting prices 10c. to 15c. 
per keg, but it is stated prices on wire and wire nails 
are being quite firmly held. Practically no business has 
been entered by the mills for delivery beyond July 1, 
buyers apparently not having confidence that present 
prices will hold, and are therefore limiting their pur- 
chases to actual needs and for prompt shipment. Price 
on pig iron and steel in England and other foreign coun- 
tries has advanced very materially lately, and this will 
work in favor of domestic manufacturers of pig iron 
and steel, also finished steel products, who no doubt in 
the near future will be shipping large quantities of 
these products to foreign countries. 

Last week the Navy Department closed bids on 25,000 
tons of armor plate for four battleships, and this will 
likely be divided between Carnegie Steel Co., Midvale 
Steel & Ordnance Co., and the Bethlehem Steel Co., 
who are the only makers of armor plate in this coun- 
try. There is also an order in Washington for about 
25,000 tons of plate shapes and bars for these boats, 
and also for two fuel boats, but the contracts have not 
yet been placed. As a rule, steel mills are operating 
to not more than 50 per cent of normal capacity, and 
some of the smaller mills at a less rate. 

No important changes in hardware are noted in the 
past week, general conditions being fairly satisfactory. 
The volume of business is not as large as at this time 
last year, but at present the demand for spring goods, 
including garden tools, lawn mowers and other small 
products, is quite active. For some time dealers have 
not been placing orders very actively, looking for a de- 
cline in prices, and their stocks of many lines of goods 
are very low, and will have to be replenished, and for 
this reason orders from retailers with jobbers are more 
plentiful and larger and the jobbers expect a good vol- 
ume of business from this time forward. Prices are 
fairly steady, but it is fully expected that some lines 
of goods will be lower in the near future, and jobbers 
and retailers alike, are confining orders to actual needs. 
The building outlook is not very satisfactory in this 
district, in spite of contrary reports from other sec- 
tions of the country. 

Automobile Supplies.—The new demand for tires, in- 
ner-tubes and other automobile supplies, is reported 
by jobbers and retailers to be quite active. The de- 
mand for spark plugs is also good, and with the in- 
creased rate of output of pleasure cars, deliveries will 
be more prompt by menufacturers than they have 
been, and this means that purchasers will be using 
their cars very soon, which is bound to increase the de- 
mand for accessories. 

Bolts, Nuts and Rivets.—Manufacturers report the 
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demand quiet, being mostly for small lots to cover 
actual needs and there is no indication of betterment 
in the future. Jobbers and retailers are keeping stocks 
down as much as possible, believing that still lower 
prices in the near future are likely. One large 
maker of nuts, bolts and small rivets, in this district, 
stated the other day that his plant was operating only 
to about 40 per cent of capacity, and that stocks were 
increasing. The new discounts, as effective from March 
28, are as follows: 
Large structural and ship rivets.............eee8. $3.70 base 
Reet Ce BOWS ob Chain bd sb 0860 Reed ee be CORD OURO OU 
7/16 in. x 6 in. smaller and shorter rivets. 
65-10-5 per cent off list 

Machine bolts, h.p. nuts, % in 

led 


>< me? 
Smaller and shorter, rol threads. .60-10-5 per cent off list 


oR errr res era acs .....-60-5 per cent off list 

Larger and longer sizes a ....D0-10 per cent off list 
Machine bolts, ¢.p.c. and t. nuts, % in. x 4 in 

Smaller and shorter ...... ‘ ...45-10-10 per cent off list 


Larger and longer 
Carriage bolts, % x 6 in 
Smailer and shorter, rolled threads... .60-5 per cent off list 
Cut threads ... »0-10-5 per cent off list 
Larger and longer sizes .45-10 per cent off list 
ee St eae 65-5 per cent off list 
Plow bolts, Nos. 1, 


.40-10-5 per cent off list 





Ge Deer 60 per cent off list 

Hot pressed nuts, sq. blank 3.20c. per lb. off list 
Hot pressed nuts, hex., blank ..3.25e per Ib. off list 
Hot pressed nut sy., tapped , wan . 3c. per lb. off list 
Hot pressed nuts, hex., tapped ; dc. per lb. off list 
C.p.c. and t. sq. and hex. nuts, blank ...0.20¢, per ib. off list 
C.p.c. and t. sy. and hex. nuts, tapped.......3c. per lb. off list 
Semi-finished hex. nuts 

s in. and larger ; ‘ xs (0-10 per cent off list 

9/16 in. and smaller sO p cent off list 
Stove bolts in pack jo-l ( per ce f list 
Stove bolt Zhen] xtra bulk 
Tire bolt -... 60-10-16 | cent off list 

The above discounts are from March 21, 191 

All prices cari standard extra No freight allowa 


Iron and Steel Bars.—Mills report the new volume of 
business in both iron and steel bars, as quiet and only 
for small lots to cover actual needs. None of the mills, 
rolling iron and steel bars, are operating to over 50 per 
cent of capacity, and some are running at a less rate. 
The new demand for re-enforced steel bars is also 
quiet, owing to dull conditions in the building trade all 
over the country. This is the off season for the imple- 
ment trade, and specifications from this trade for 
steel bars are only fairly heavy. 


We now quote oft steel bars rolled from billets at $2.35, 


at mill, in large lot the usual advances being charged by 
jobbers and mils for quantities less than carloads. We quote 
COMMON ro8n bars al o¢ to 3.loc. ; bar iron made trom selected 
scrap, de for base sizes, and retined ivon bars, 3.0v¢ per 
vound, all in carloads, f.o.b. Pittsburgh. These prices are 
subject to extras as adopted by the American tron and Steel 
Institute, the usual advances being charged for small lo 


Sheets.—Mills continue to report that the new de- 
mand for sheets is only fair. Jobbers and consumers 
are still inclined to place orders cautiously, and for 
actual needs, as they are not fully satisfied that pres- 
ent prices will remain. In fact, signs point to lower 
prices in the near future on sheet bars, and if it comes, 
lower prices on sheets would seem certain. As a rule, 
sheet mills are operating to about 50 per cent of ca- 
pacity, many of them closing down one week entirely, 
and operating the next week, but not to full capacity. 
Prices are fairly strong, but are being slightly shaded 
by a few of the mills, and also by some of the jobbers, 
the iatter desiring to move out stocks more promptly. 

effective from March 21 the base price of No. 10 blue an- 
nealed sheets is 3.55c., the base price of No. 28, box annealed, 
one pass black sheets is 4.35c. and for No. 28 galv. nized 
sheets is #.70c. in carloads and larger’ lots, f.ob. Pittsburgh 
or Youngstown mill. It should be noted by the trade that 
the above named prices are for carloads or larger lots, the 
usual advances for small lots being charged over the above 
prices. 

Tin Plate—The new demand remains quiet, some of 
the larger consumers still having fairly heavy stocks 
and are apparently not in a hurry to piace orders for 
their needs ahead. However, it is fully believed the new 
demand for tin plate will soon be much heavier than 
it is now, as the planting season is now on and it will 
only be a few months until fruits and vegetables are 
being harvested, and these will need tin containers in 
which to be packed. The tin can makers usually carry 
pretty heavy stock of tin plate when their season starts, 
and for this reason they are expected to be active 
buyers ‘in the near future. Prices to the large trade, 


effective from March 21, are given below, the usual ad- 
vances to small buyers being charged. 

We quote tin plate in large lots at $7 base box, f.o.b, Pit 
burgh 

New prices on terne plate, effective March | » as fol 
lows: 8-Ib.—200 Ibs., $14.15; 8-Ib.—I. C., $14.55; 12-Ib—I. C., 
$16.15: 15-Ib.—I. C., $17.15; 20-lb.—I. C., $18.40; 25-Ib.—TI. C, 
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$19.65; 30-Ilb.—I. C., $20.65 ; 35-lb.— IL. C., $21.65; 40-Ib.—I. C,. 
$19.65. All f.o.b. Pitts sbui gh. 


Wire Products.—Mills report the demand for wire as 
fairly active, but for barbed wire is quite heavy and 
several of the larger makers of barbed wire say they 
are getting behind in shipments, having several months 
work ahead. The new demand for wire nails is not 
very active, jobbers and consumers keeping their stocks 
down to the minimum, in the belief that prices may 
lower -in the near future. There is some shading in 
prices of cement nails, but this is said to be not over 
about 10c. per keg. The new prices on wire and wire 
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HARDWARE AGE, 
April 26, 1919. 


OFFICE OF 
Cincinnati, 


HE commercial fertilizer business with the suburban 

and country merchants is increasing very rapidly 
and many dealers are adding this line, who in previous 
seasons did not handle it. Contrary to the ordinarv 
belief there is very little waste, and the margin of 
profit, while not very large, is a clean, clear-cut one. 
Just now some merchants are having a little difficulty 
in filling orders from farmers, but promises of better 
shipments have been made so that they hope to be able 
to fill all demands before the season closes. 

Reports from some outside merchants also show that 
they are making a fair profit handling drain tile. It 
is pointed out that this can be stored in the open, 
thereby requiring no warehouse space. 

Business with city merchants is fair and is said to 
be steadily improving, and dealers who handle machine 
shop supplies make very optimistic reports, although 
they state that manufacturers of machine tools are 
buying almost strictly on a hand-to-mouth basis. 


Agricultural Instruments.—The demand for all kinds 
of farm and garden implements is increasing very rap- 
idly and dealers who handle these have had to place 
repeat orders to replenish their stocks, as they had 
eeentit rather ey 
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nails in effect from March 21, in carloads and larger 


lots, to jobbers, are as follows: 

Wire nails, $3.25 base per keg; galvanized, 1 in. and 
longer, including large-head barbed roofing nails taking an 
advance over this price of $1.50, and shorter than 1 in., $2.00 
Bright basic wire, $3.15 per 100 lb.; annealed fence wire, Nos 
6 to 9, $3.00: galvanized wire, $3.70; galvanized barbed wire 
and fence staples, $4.10; painted barbed wire, $3.40; polished 
fence staples, $3.40; cement-coated nails, $2.85 base; these 
prices being subject to the usual advances for the smalle 
trade, all f.o.b. Pittsburgh, freight added to point of delivery 
terms 60 days net, less 2 per cent off for cash in 10 days 
Discounts on woven-wire fencing are 60% per cent off list 
for carload lots, 59% per cent for 1000-rod lots, and 58% pe) 
cent off for small lots, f.o.b. Pittsburgh. 


NNATI 


Air Rifles—Merchants have no stocks on hand, and 
state they are unable to get prompt deliveries at the 
present time. However, there is a very limited cal] 
for rifles. 

Jobbers quote single shot rifles at $10 per doz.; 500-shot 
$12; 1000-shot, $19.75, and pump guns at $32 per doz. 

Anvils.—Business is quite dull and stocks of small 
anvils have practically been exhausted. The wholesale 
quotation on 80 and 100 lb. anvils is 23c. per lb. 


Automotive Equipment.—No recent changes in tire 
prices are reported, and dealers who handle tires state 
that the opening of the spring season tends to increase 
their sales very much. Some of them have also found 
a good market for such small accessories as pocket 
flash lights. The Aufdemkampke Hardware Co., a city 
firm, reports a big increase in its trade with the 
garages as well as car owners. The Kruse Hardware 
Co., a large wholesale firm, that has only been in the 
business the last 30 days, states that its sales are in- 
creasing by leaps and bounds and that this branch bids 
fair to be one of its most profitable lines, considering 
the amount invested. 

Axles.—An advance has been made of approximately 
$2 per doz. Business is slow and most retail dealers’ 
stocks are fairly heavy. 

Jobbers quote 3% x 4 lb. axes at $21 per doz. 





Mill wail linuinue euiiiee 2 


The second and fourth issues of each month 
contain 7 other pages of hardware prices 


@ARS—Crow— DRESSING—Belt— 
@teel Crowbara, 10 to 40 Ib., Jobbers’ Mfg. Company: 

8% @9%e Blue Ribbon, Stick, ®@ ™. 80¢ 
Pinoh Bars, 10 to 40 Ib., Paste, 5 & 10 MD. cans, 

8% @9%e MK st pied ab ce siteu pos ae 


80¢ 
Liquid in gal. cans, ®@ gal.$3.00 
DRILLS AND DRILL 
STOCKS— 


BEAMS—Scale— 
Chatillon’s No. 1, 
List Sept. 25, 1918 


200 800 400 600 1000 Ib. 


$3.00 $4.00 $6.00 $8.00 $14. 00 Twist, Bit Stock........... 50% 
GChatiiion’s Ne, B..ccccsesnss 25% Twist, Taper and Straight 
P.8.&W., a ee rer eee. 40% 

List Sept. 25, 1918—16% % Wire Gauge, Jobbers’ and R, 8. 
Sargent & Co., Mer Tre ere 40%, 
List Sept. 7, 1918—16%4 % Brace Drilla for Wood... .45&5% 


8ELTING—LEATHER— 


EMER Y—Tarkish— 


SAWS AND FRAMES— TRUCKS—Warehouse, &e 








from No. 1 Oak Tanned Butts. Out of market at present time. 
Belting, Ex. Hvy., 18 0z....35% Domestic, lb. .......0000000. 10¢ 
Relting, Heavy, 16 O8.200008 40% ‘ . 
Belting, Medium, 14% oz...45% HAMMERS AND 
Belting, Light, 18 oz........50% SLEDGES— 
sooene tot F z ~. seeeee = ee RRS ao 45&5 % 
econ uaitty, oulders. To a Sree 45&10 
‘ut Leather Lacing, Btrictly % 
Se Err eee eee 45% OILERS— 
eather Lactng Sides, per eq. Steel, Copper Plated........ 60 % 
ft. Raw Hide, No. 1 in - Chace, Brasa and Copper... 10% 
sides 17 sq. ft. and over...47¢ Chace, Zino Plated....... 83 4 % 
Onder 17 0G. ft.crcccccers 45¢ Railroad, coppered ...°.... 30% 
Rubber— Ratlroad, bress .......... 20&5 % 
Jompetition (Low Grade) .50&10% PICKS AND MATTOCKS— 
COONGEE 2c cccvescccese 40&10% ™ — x = r 
Seat Grades 85 % RaGroag ..veccsccees 25 @25&5 % 
oresionea hare : ; ** *50@ 206 , 
81.0CKS—Tackle— ee Ses ee 
COMMON WOOKOEN ...eeeesees 25% ROPE— 
PONE onecesvondsien ensues 25% Eastern Retail Trade. Per lb. 
Drill— Manila, % in. diam. and larger: 
4thol Machine Co.: Highest Grade ........... 27¢ 
Drill Blocks .......... List net Becond Grade ..ccccsccees 26¢ 
Bolts— Hardware Grade .......+. 24¢ 
Carriage, Machine, &c.— Sisal. % in. diam. and larger: 
tommon Carriage (cut thread): Highest Grade ....+.+.++. 23¢ 
% « 6, and amaller...40&10% Second Grade ......+.e0++ 20¢ 


Bisal, Hay, Hide and Bale Ropes, 


demmon Carriage (rolled thread) : 
Medium and Coarse: 


% « 6, and smaller .40&10&5 


Larger or longer.. -30&10&10% First aad 234%¢; second 
PMla., Eagle, $3.00 list..... 60 % QUAN wor ccrcccececes 20%¢ 
Bolt Ends, H. P. Nuts...... 40% Steal, Tarred, Medium Lath 
Machine (cut thread): Yarn 

% « 4, and smaller......50% First quality .........000- 23¢ 

Larger or longer......... 40 % Seoond quality ....--e006- 20¢ 


Cotton Rope: 


CHAIN—Proof Coitl— Best 5/16-in. and larger...60¢ 


d4merican Coil, Straight IAnk: Medium, 5/16¢-in. and larger.48¢ 
8/16, $18. 06; ¥%, $15.00; 5/16, Common, 5/16-in. and larger.46¢ 
$12.50; %. $11.00; 7/16, Jute: 
$10.50; %, $10.25; %, $9.75; No. 1, %-m. and we.» 30S 
~% $9.50; %. $9.25; 1 In., No. 2, %-4n. and up....17%¢ 


Y%-tn. and up....16%¢ 


90.00. No. 3, 


Hack— McKinney Mfg. Co. : each, ne 
Saws, 6 to 14 tn. tno....... 25% No. 1, $21. 60; No. 2, sis.no: 
Saws, Machine Blades, No. 8, $15.50. 

TB GO 16 Gz ccoccscocs 10&10% 

. » WASHERS—Cast— 
a a 
ee Over Ynch, Darrel tote, per 
eg EE $3.75 UM seers seeciess yee $8.0 
Bieek, ‘a, B" to 12 in., per doz., 
$17.02 Irom or Steel 
Steel adj., steel hdle., per ~~. Per 100 Ib 
11 jolt j 
Adj. Ptstol-Grip, per doz...17.80 SME DE B/G, 
SCREWS— 11.20 11.16 
Coach, Lag and Jack— 
Eas, Cine Pemt,. 2s ccsccese 50% poe oe agg 
Ooach, Gimlet Point........ 50% Agrtoultural .........6..... 40% 
Alligator 4 ae... - 509 
Jack Screws— rH tye PAP or er ree 6.28% 
son pattern ......... -10% 
Standard That ......eeeee00s 25% Genuine Walworth Stéileon, 
— ay 604104 
u rea ron 
Flat Head or Round Head, ae 
60 @60&10% aid 
Fillister or Oval Head, Steatts, BAD coccoee « -T4Q@ TB 
SOONRIOM: GEE sac caccsctnccscesd 85@90e 
Bra American pig, 99 per cent, 
Flat Head or Round Head, TO@T2¢ 
50@ 50810 % 

Fillister or Oval Hea Copper— 

40 10810% oS. ee ee 18@19¢ 
Rolie’ Thread Iron, F. H. Electrolytic ee cccccccees i7@ise 
| RRR ae ote 80% OO OTe 16% @17 %¢ 

Fillister or Oval Head.75&10% 


Rolled ae Brass: 
PF. #. -60@60&10 % 
Fillister F ‘Oval Head peoes 60 % 

Set and Cap— 
Be CIPGR) asvecscteowrness 65% 
Set ~ptaned net advance over 


BD: 6 6 490 9.00'0S.6.0:66.05 URS 5% 
8q. a. See ee ere 60% 
OS SS Ree 60% 

Fillister Head GP. coccus 45% 

Wood 


Flat Head, Iron... 
Round Head, Iron. 
Flat Head, Brass. .52%&20&10% 
Round Head, Brags. .5C&20&10% 
Flat Head, Bronze .47 %&20810% 
Round Head, Bronze .45&20&10% 


STOCKS, DIES AND 
TAPS— 

Bete wcccvccccccccsvecsesces 

Hand Tape, 4 to 1 in 

— Taps, smaller than % 


77 %&20K10% 
72% k20K10% 





sepeceseessateseesens % 

M. 8. Taper Taps, No. 2 to 
29 Gh. GNC... cccccocsecs 6545 % 
M. 8. Super Tape, larger... .50% 


TURNBUCKLES— 
National Mfg. Co. Screen Door. 
No. 195, Japn’d, per dozen.$1.20 


Spelter and Sheet Zinc— 
Western, spelter........ 81% @e 
Sheet Zine, No. 

12¢; open, 13¢ 


Lead— 
jeans pig. . ag lb., 64% @7¢ 
Briere r lb. 7% @8Ke 
Solder— 
Wy * % guaranteed ......... 45¢ 
Bee Eee ebsedseeeevenoives 40¢ 


Refund 3 

Prices of solder indicated by 
private brand vary according t 
com position. 


Babbitt Metal— 

Best grade, per B® 9 

Commercial grade, per Ib... .50¢ 
Antimony— 

Asiatic, per IbD........2000. 8% 
Alaminum— 

No. 1 Aluminum (guaranteed ove’ 

99 per cent pure), in ingots fo 

remelting, per Ib...... 87 @30e 
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Babbitt Metal.—Stocks on hand are low, but total 
sales made are not up to standard. 
Jobbers quote Wing’s babbitt metal at 28c. per lb. 


Bale Ties.—Although it is rather early in the spring 
business has opened up remarkably well and dealers 
are very optimistic as to the future. 

Wholesale quotations on wire gage sizes mostly in demand 
are as follows: 9% ft., No. 15 gage, $1.65 per bundle: 9'% ft., 
No. 14, $1.89. 

Barb Wire.—Some improvement is noted in the num- 
ber of orders received from country merchants, but 
business is yet only fair for this season of the year. 

Jobbers quote 4-point hog wire in 80-rod reels at $4.40 per 
reel, and 4-point cattle wire at $4.10 

Carriage Bolts.—Further reductions have been made 
in prices. Business is slow. 

Chain.—As contractors who buy a considerable quan- 
tity of chain are not very busy at the present time the 
city dealers report business as being stagnant. 

The price of coramon coil chain is 6%4c. per lb. base. 

Coasters.—Recent sales have almost depleted stocks, 
and as the summer season advances it is expected that 
business will be very much better. 

Jobbers’ quotations on wood coasters are as follows: No 
lL coaster, $3.70; No. 2, $4; No. 3, $4.40, and No. 4, $4.65. 

Drills.—High-speed steel drills are moving slowly 
and the same applies to carbon drills, as the shops are 
only buying to fill their immediate needs. A reduction 
has been made in the price of carbon as well as on 
some sizes of high-speed steel drills. 

Carbon drill are now quoted at 50 and 5 per cent off list. 

Galvanized Pails and Buckets.—A change in quota- 
tions has been made, but the reduction was a very 
small one. Optimistic reports are received from both 
the city and suburban merchants. 

Jobbers’ quotations are as follows: 10-qt. pails, $2.80 per 
doz.; 12-qt., $3.05, and 14-qt., $3.25 

Granite Ware.—The demand at the present time is 
increasing and retail stocks are comparatively small. 

Jobbers quote a discount of 25 and 10 per cent off list. 

Glass.—Orders are rather spotty, but the total num- 
ber received make a fairly good showing, considering 
the slack building operations at the present time. 

The William Glenny Glass Co. quotes window glass prices 
to dealers as follows: S. S. A., all sizes, 77 per cent off list; 
D. S. A., 79 per cent off; D. S. B., 81 per cent off 

Gas Mantles—A statement made by a large firm 
shows that its business for the’ first three months of 
the year is far ahead of the same period in 1918, but 
severe weather conditions last year may have had 
something to do with this. However, an average for 
this year compares favorably with other previous years. 

The Welsbach Co. quotations to dealers are as follows: 
No. 1 Reflex inverted mantles. $11.70 per 100; No. 107 Reflex 
upright, $11.70; No. 4 upright, $9.45; No. 4 inverted, $9.45; 
No. 126 upright, $7.25 and No. 127 inverted, $7.25 

Files.—Only a small reduction in prices has yet been 
made. Business is slow. 

om Diamond files are quoted at 50 and 10 per cent off 


Finished Material.—The mills in this vicinity as well 
as ‘the local jobbers all agree in the general statement 
that buying is only being done on a _ hand-to-mouth 
basis, and for nearby shipment. 

Jobbers’ prices are as follows: Steel and iron bars, 3 33c. 
base; bands, 4.03c. base; structural shapes, 3.48c.; plates, 
oo and heavier, 3.63c. base; No. 10 blue annealed sheets, 
.00c, 

Horseshoes and Horseshoe .Nails.—A reduction of 
25c. per keg has been made on horseshoes, but horse- 


TWIN 


Minneapolis and St. Paul, April 24, 1919 


HE tide of business is growing, and while this 

growth is not as rapid as some people might desire, 
the volume at present is about all that could be expect- 
ed. The adverse influence of unsettled prices, caused 
by the unsuccessful attempt of the Government to fix 
price levels still is strong. The effect of the own-your- 
home campaign all over the country is counteracting 
to some extent that condition. This movement is well 
started here, the special arrangements for financing 
the ones who become interested having been completed 
in one city and practically completed in the other. 
Real benefits are becoming more apparent as the work 
progresses, and many who remembered the financial 
crash of about twenty years ago in real estate here are 
being won over to the present plan of operation. West- 
ern cities that have had the present scheme in opera- 
tion for some time are proving its basic soundness, 
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shoe nails remain the same as previously quoted. Busi. 
ness is only fair. 


The jobbers’ price on horseshoes averages $6.25 per keg 
base, —— 100 shoes. Leader horseshoe nails are 
quoted ata Panes of 40 and 5 per cent off list. 

Far d in the market 





ma om there is aliens’ an : mena demanc 
for all kinds of farm and garden tools, and an inter. 
esting fact is that while dealers’ stocks are practically 
depleted, jobbers and manufacturers are able to make 
shipments promptly. 

Jobbers’ prices are as follows: 414-ft. socket hoes, $6.7! 
per doz.; cotton hoes, $5.05; planters’ hoes, $9.05; 3-tine hay 
forks, $9.54; 4-tine manure forks, $9.93; 5-tine manure forks 
$12.03, and 6-tine manure forks, $13.78; garden steel rakes 
14-tine, $6.92; 16-tine, $7.51 per doz. 

Lawn Mowers.—Sales are reported to be very satis 
factory and a few merchants have had to make repeat 
orders in order to replenish their stocks. 

Machine Bolts.—Quite a reduction in quotations has 
been made, but the change in prices has not affectec 
business in any way. Sales are light. 

Jobbers quote % x 4-in. and smaller at 60 and 15 per cen 
off list; larger and longer, 45 and 10. 

Nails.—The jobbers’ price of $3.85 per keg base is 
unchanged. Some jobbers are now receiving some 
comparatively large shipments from the mills. Retai 
merchants are only buying at the present time to fill 
their estimated requirements during the next twe 
months. 

Oil Stoves.—City merchants report business as being 
quite dull, but some of the suburban and country deal. 
ers are making some fairly good sales. 

Perfection cooking stoves are quoted to dealers at $21 less 
30 per cent discount. 

Poultry Netting.—A small reduction has been made 
in quotations and merchants have small stocks, because 
of the increased demand made on them by the farming 
trade. 

The general jobbers’ discount on poultry netting after being 
galvanized is 40 and 10 per cent off list. 

Rivets.—A further change has been made and rivets 
are quoted to-day at 65 and 10 per cent off list. Busi- 
ness is dull 

Roofing.—The expected demand for composition roof- 
ing has not developed as much as could be desired 
However, the total business being done averages up 
fairly satisfactory. 

The following are wholesale prices: Standard grade, one 
ply, $1.25; two-ply, $1.60; three-ply, $1.95. Medium grades 
one-ply, $1.15; two-ply, $1.50; three-ply, $1.85. Cheaper 
prades, one-ply, $1.05 ; two-ply, $1.40; three-ply, $1.70. Sandeé 
one side roofing, one-ply, 90c.; two-ply, $1.25; three-ply, $1.55 
Tarred felt, $52 per ton, and building papers, $40 per ton 
both in carload lots. 

Sad Irons.—Business is quiet and dealers have good 
stocks on hand. 

P Plain sad irons remain at 514c. a lb. and nickel plated at 
D 4c, 

Shells.—Practically no sales are being made, but sev- 
eral merchants are placing orders for delivery later ir 
the year. : 

The wholesale discounts arc as follows: Shells, 15 and ] 
per cent off list; cartridges, 10 and 7 per cent off list. 

Shovels and Spades.—There is a good demand and 
retailers’ stocks are running low. 

Jobbers quote shovels and spades at $13.50 doz. 

Stove Bolts——A reduction has been made, and the 
wholesale discount to-day is 70, 10 and 10 per cent off 
list. Not much business is reported. 

Wood Screws.—About the only item of interest con- 
cerns a reduction in quotations and to-day’s discount is 
80 and 10 per cent off list. 


‘ 


CITIES 


making other cities more willing to attempt it. The 
outstanding values of the idea are the immediate em- 
ployment of so many returned service men, the move- 
ment in the material markets, and the making of bette? 
citizens. The anchorage of a home has a wonderful in 
fluence on a man’s state of mind. 

Contracting work in the cities is being rapidly aug- 
mented by additional work of which the warme 
weather permits the starting. Residence jobs are be 
coming more frequent, gradually bringing about a con 
dition long hoped for and looked forward to. We have 
had practically no settled weather as yet, which has 
delayed work to no small extent, not only along con 
struction lines, but along agricultural lines as well. A 
trip out through the surrounding territory shows man} 
fields as yet unplowed. The ground has not been ir 
workable condition so far, with so much rain and s¢ 
many dark days. 

Farming work in this immediate vicinity and to the 


AANA tess onetime 
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North and West is farther behind than for several 
years. South of here, crops are nearly all in and win- 
ter wheat is nearly a ioot high. South Vanoca is a 
mighty promising ueld tor almost any line of commer- 
cial enterprise this year, as they had a record crop last 
year and prospects were never better than now, tor an- 
other year ot the same kind. ‘The farmer truly has 
come into his own in this country, with prices set high 
for his products, and his purchases at a tar lower pro- 
portion in reference to costs. Watch him buy the 
things he has longed for, in the next few years. Inci- 
dentally automobiles will be found tar more plentiful in 
the rural districts, and they will not be the much used 
and more maligned “flivver” either. The easier riding 
more expensive car is fast taking its place with our 
farmer triends, relegating the Ford to the position of 
general utility car and truck. The hardware man with 
vision can see a very significant factor in his business 
indicated in this matter. 

Automobile accessories, now and in the near future, 
as never before, are to be a big drawing card, and not 
the least interesting part of the business. A glance 
at the profits from a department of this kind will prove 
a very convincing argument. The farmer will be more 
interested in real roads, his city cousin will then have 
a bigger range for his touring and both will buy more 
and ever more supplies. Don’t forget, too, that every 
new car sold means a sale of accessories, and tires, and 
oil. Don’t forget that an old car is resold every time 
a new one is taken out, and that means auto enamel 
and endiess other things necessary to putting the old 
car in presentable and running condition. 

Sporting goods, too, are selling more freely than last 
year. There is far more interest in baseball, tennis, 
golf, fishing and bicycling than last year and even with 
the tax imposed on many items in these lines, the buy- 
ing public takes readily the goods offered. There is a 
general protest from all quarters on the tax proposition, 
however. 

Prices are practically at the same level as last quot- 
ed, the main exception being sash cord in the com- 
mon grades. Quite evidently there is a break in the 
price proposition somewhere, for this grade of goods 
is quoted by some jobbers at fifteen cents below the 
former price. 

Axes.—Market is at its usual low point for this time 
»f the year. Stocks in jobbers’ hands are light and mill 
shipments are slow. 

We quote from local jobbing stocks: Sager single bit, base 
weights, at $14.50 per dozen; double bit at $19 per dozen; 
Plumb single bit, base weights, at $12.50 per dozen; double 
bit at $16.50 per dozen; Sager handled single bit at $18.50 
per dozen; double bit at $23 per dozen; Quaker City Boys at 
$12 per dozen. 

Bolts.—While there has been a slightly lower tend- 
ency in mill quotations, nothing so far has developed 
along that line here. Call for bolts remains fairly good 
from shops and factories, with a growing demand in a 
retail way. 

We quote from local jobbers’ stocks: Small carriage bolts 
at 40-10 per cent, large carriage bolts at 30-5 per cent, small 
machine bolts at 50 per cent, large machine bolts at 30-10) 
per cent, lag screws at 50 per cent, stove bolts at 70 per cent, 
and tire bolts at 50-10 per cent discount from standard lists. 

Brads.—Price on brads holds very steady here. The 
smaller gauge brads are still hard to obtain as the mills 
are yet behind on orders. 

We quote from local jobbers’ stocks: 
at 70-10 per cent from standard lists. 

Bicycles.—Sales this spring are very satisfactory 
considering the lateness of the season. There has been 
practically no good weather so far for bicycling. Bet- 
ter results are expected as the annual vacation ap- 
proaches. 


Clocks.—Alerm clocks are moving nicely, even with 
the present high prices. In general, the guarantee on 
clocks has been re-established and this is an aid in sell- 
ing the better grade. Prices show no change. 

We quote from local jobbers’ stocks: American 1-day alarm 
clocks at 89c. each; Lookout 1-day alarm clocks at $1.10 
each, Sleepmeter i-day alarm clocks at $1.22 each, Auto- 
matic 8-day alarm clocks at $3.50 each. Automatic Luminous 
dial 8-day alarm clocks at $4.25 each. 

Clippers (Hand and Power).—Sales of this class of 
goods have been very good in jobbing lines, and dealers 
are beginning to move their stocks also. Horse clip- 
ping has begun locally, but it is still too cold for sheep 


Brads in 25-lb. boxes 


shearing, which is unusually late. Prices have not 
changed. 

We quote from local jobbers’ stocks: No. 1 Stewart hand 
power clippers at $9.25 list Stewart hand power shearing 
machines No. 8 at $12 list, No 9 at $12.75 list. Stewart sing! 
power shearing machines at $22.50 list, with a discount of 
25 per cent. 

Drills.—Calls for drills remain about normal with 


local jobbing stocks in good condition. Mills are grad- 





Hardware Age 


ually catching up on orders, so there are very few sizes 
that are not obtainable on the local market. Shops and 
factories are still keeping a very good quantity of this 
class of goods. There is no change in prices. 

We quote from local jobbers’ stocks: Straight shank and 
carbon drills at 40 per cent, bit stock at 50 per cent, ar 
ratchet shank at 5 per cent from standard lists. 

Eaves Troughs, Conductor Pipe and Elbows.—There 
is an increasing demand for this line of goods as re- 
pair work and new work is progressing fairly well here. 
Prices show no change. 

We quote from local jobbing stocks, 28 gage lap 
eaves trough, crate lots at 70-244 per cent, conductor pipe a 
60 per cent and elbows at 70 per cent discount from stan 
ard lists. 

Files.—Call for files is still very good, the bulk of it 
coming from shops and factories. Retail sales are 
picking up somewhat although not particularly heavy 
so far. Shipment from mills continues to be slow, as 
they have not apparently caught up on their back or- 
prices show no change. 

We quote from local jobbers’ stocks: Nicholson files at 50 
10 per cent, Riverside files at 50-5 per cent, Royal at 60 per 
cent, and Arcade at 60 per cent. 

Galvanized Ware.—Some concessions in price are 
still noticed from the various sources, although the gen- 
eral tendency of the market on this class of goods is 
towards a staple basis at the present time. Galvan- 
ized tubs are not selling very briskly at the present 
time, but pails are moving better than for some time 
past. Prices show no change. 


We quote from local jobbing stocks: 


joint 


No. 0 galvanized tubs 









$8.20 per doz.; No. 1, $10.10 per doz.; No. 2, $11.35 per doz 
No. 3, $13.25 per doz. Extra heavy, $16.25 per doz; No. 2 
extra heavy, $17.15 per doz.; No. 3, extra heavy, $19.39 pe 

z.; common $8-qt. galvanized pails, $3.15 per doz.; 10-qt 
; ») per doz.; 12-qt., $3.90 per doz.; 14-qt., $440 per doz 
16-qt., $5.80 per doz. ; 16-qt. stock pails, $9.00 per doz.; 15-q 


$11.10 per doz.; 20-qt., $13.50 per doz. 


Glass.—Glass is moving better than for several weeks 
past. The call mostly is for repair work so far, coinci- 
dent with the removing of storm sash and putting on 
of screens. Prices show no change. 

We quote from local jobbing stock, single strength grade 
A glass for three bracket, 79 per cent, larger 78 per cent 
double strength A grade glass, 79 per cent from the standard 
list. 

Handles.—The situation on handles still remains 
about the same as it has for some time past. Small 
handles are still scarce with prices holding steady and 
strong. Call is increasing to some extent and dealers 
have difficulties in obtaining sufficient stock to meet 
the call. 

We quote from local jobbers’ stocks: Single bit axe han- 
dles, Gold Seal, $5.50 per dozen; Red Seal, $7.75 per dozen 


White Seal, $2.60 per dozen; broad axe handles, Blue Seal 
$5.50 per dozen; wood choppers’ maul handles, $3.25 per 
dozen; carpenters’ adze handles, extra, $3.75 per dozen 


No. 1, $2.75 per dozen; railroad adze handles, extra, $3.75 pe 


dozen; No. 1 at $3.25 per dozen; sledge handles, Dani 
Boone, 30-in., $3.75 per dozen; 36-in., $4 per dozen; extra 
30-in., $2.75 per dozen; 36-in., $3.50 per dozen; No. 1, 30-i 


$2.25 ar dozen; 36-in. $2.75 per dozen; railroad pick or 
mattock, extra, $4.50 per dozen; No. 1, $4 per dozen; No. 2 
$2.75 per dozen; Red Seal, $3.75 per dozen; adze eye ham- 
mers, Daniel Boone, $1.75; Beauty, $1.25 per dozen; black- 
smith hammer, Daniel Boone, 16-in., $1.75; 18-in., $2 per 
dozen; Beauty, 16-in., $1.25 per dozen; 18-in., $1.30 per 
dozen; machinists’ hammer, Daniel Boone, 14-in., $1.75 per 
dozen; 16-in., $2 per dozen.; 18-in., $2 per dozen; Beauty 
14-in. and 16-in., $1.25 per dozen; 18-in., $1.30 per dozen 
D-handle shovel handles, spade handles, scoop handles, rake 
fork and hoe handles, 30 per cent from standard lists. 

Heaters.—Oil heaters are not moving as briskly as 
in the fall, although there is a fair call for them at 
the present time. Stocks on this class of goods are full 
and there is no difficulty in making delivery on any 
orders received. Price has not changed. 

We quote from local jobbing stocks: Japanned polished 
body oil heaters, $4.25 each; nickel polished body oil heaters 
$4.75 each; large japanned nickel plated trimmings, $7 each 
perfection oil heaters in lots of less than 10 at a time, 3 
per cent; perfection oil heaters in lots of 10 or over at 
time, 30-5 per cent. 

Hose.—Lawn hose is beginning to sell, although most 
activity in this line so far is only for quotation. Un- 
doubtedly there will be good sale on this class of goods 
if dryer warmer weather approaches. There is ni 
change in price. 

We quote from local jobbing stocks: 
3-ply hose at 9c. per foot; 5-ply, %-in. at 
cotton %-in. at 13%c. per foot. 





Comnetition, %-i 
12%c. per foot 


Lanterns.—Sale of lanterns continues good, but prac 
tically all sales are in the rural district. There is littl 
call for any except the cheaper lantern for signal use 
in the city. Prices show no change. 

We quote from local jobbing stocks: Tubular 
lanterns at $11.50 per doz tubular short globe lanter 
$11.50 per doz.; tubular dash globe lanterns, $15 per doz 
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Dietz Delight short globe, $12 per doz.; Dietz Wizard short 
globe, $11.15 per doz.; Dietz Victor short globe. >7.50 per 
; Dietz No. 2 Blizzard globe, $11.35 per doz.; Dietz No. 2 
zzard dash globe, $17 per doz.; Dietz Buckeye dash globe, 
$10.15 per doz. 





Milk Cans.—Call is good for milk cans so far, and 
promises to be one of the best seasons in this class of 
goods for the past several years, Price is holding steady 
and stocks are in good condition. 

We quote from local jobbing stocks: Railroad, 5-gallon 
milk cans at $3.80; 8 gallon at $4.65 each; 10-gallon at $4.85 
each. 

Mops.—Sale of mops is holding about the same level. 
Prices continue high in comparison with any other 
year, and sales are consequently filled for smaller 
quantities. 

We quote from local jobbing stocks: Royal American mops, 
70c. per lb ; C. G. mops, 65c. per lb.; Priscilla mops, 46c. per 
ib.; Ltureka mops, 44c. per Ib 

Mowers.—Lawn mowers are beginning to move both 
in the stores and over lawns. Very few people are 
beginning to cut their lawns yet, however, but with the 
steady growth of grass that a few warm days will 
bring, many inquiries will be turned into orders. Prices 
are holding steady and strong. 

Styles C and FE, Phila- 


We quote from local jobbing stocks: 
35 Philadelphia Style A, 


delphia lawn mowers at 35 per cent; 
it 30 per cent; Vhiladelphia Style K at 35 per cent; River- 
side ball bearing, 16-in. at $7.50 each net. 

Nails.—Nail stocks are being rounded out in good 
shape now, as sales are comparatively light. Contract- 
ing trade is taking larger quantities of nails than for 
several months past, but the demand has not yet 
reached the point that it should. Prices show no 
change. 

We quote from local jobbing stocks: 
at $4.15 per keg base, coated wire nails at 
base. 


Standard wire nails 


>4.00 per Keg 


Nuts.—There is no change in the price of nuts, nor 
in the call for them. Machine shops of the heavier 
manufacturing class seem to be using a fair quantity 


of this product, but the lighter smaller items are 
moving slowly. Prices have not changed since the 
last quotation. 

We quote from local jobbing stocks: Sq. in. machine screw 
nuts at 25 per cent; hexagon iron machine screw nuts, 25 
per cent; brass machine screw nuts, 15 per cent; hot pressed 
sq. blank nuts at $1; hot pressed sq. tap nuts, S0c.; hexagon 
blank nuts, 80c.; hexagon tap nuts, 60c. from standard list: 
hexagon semi-finished nuts, small size, at 60 per cent; % and 


larger, 55 per cent. 


Netting.—Sale of poultry netting still continues to 
be exceptionally good. The advance noted a week or 
so ago is still holding and dealers are beginning to refill 
on their stock on the more popular sizes. Apparently 
there is a heavier call this year than ever before for 
poultry netting, large quantities of which are going to 
make new poultry yards. Some of the older ones, 
however, need repairs, and this takes a fair quantity 
of this material. There is no change in price. 

We quote from local jobbing stock: Galvanized 
netting at 40 per cent from standard list. 


poultry 


Paper.—Building paper shows an increase in move- 
ment, as contractors are beginning to progress more 
rapidly in their work. Paper manufacturers state that 
there is very small chance for a decline in price. Stocks 
are in good condition, and jobbers report good move- 
ment of stock to country trade. 

We quote from local jobbing stocks: Barretts No. 2 tarred 
felt at $3 per cwt.: Barretts stringed felt, 500-ft. ro'l, 36 in., 
at $2.54 per roll; 25 Ib. red rosin paper, 85c. per roll; 30 Ib. 
red rosin paper, $1.02 per roll; 35 Ib. red rosin paper, $1.19 
per roll; 40 lb. red rosin paper, $1.36 per roll 

Registers.—Sales on registers continue to be good, 
although not so large as might be expected. Prices 
show no change. 

We quote fom local jobbing stocks: Black japanned regis- 
ters at per cent discount: black japanned registers, faces 
1) to 14 x 14, 40 per cent; larger registers, 60 per cent. 

Rivets.—Stocks of rivets are in godd condition and 
sales, especially to shops and factories, are good. 

We quote from local jobbing stock: Oval he 
it 50 per cent discount; copper rivets and 
ent discount from the standard list 


id iron rivets 


burrs at 25 per 


Rope.—Sales on rope continue to show good totals, 
with call increasing from the contracting trade. Prices 
ire holding steady and strong at last quotation. 


We quote from local jobbers’ stocks: First grade Manila 
rope at 28c. per pound, base; first grade sisal rope de. per 
pound, base: cotton rope, 50c per pound, base: Swedish wire 
ope at net list: crucible steel rope at list less 1714 per cent 
Monitor hoisting at list less 15 per cent: tram and pillar rope 


t list; plow steel cable at list less 30 per cent 


_Sandpaper.—There is no change in the sandpaper 
ituation. The mills making sandpaner are extremely 
busy and are beginning to get on their old working 
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basis of having some material ahead so that they are 
able to make fairly prompt shipment. Prices show no 


change. 

We quote from local jobbing stocks Flint paper at new 
list less 5 per cent. Garnet paper at new list less 20 per 
cent. Emery cloth at new list less 10 per cent. 


Sash Cord.—Common sash cord has dropped 15c. per 
pound on the local jobbing market. Some report this 
as due to a disagreement among the manufacturers 
and that this decrease is only temporary. Sales are 
increasing slowly. 

We quote from local jobbing stock, common sash cord at 
50c. per Ib. base, Silver Lake sash cord at 92c. per Ib. base, 
Samson sash cord at 92ec. per Ib 

Sash Weights.—Sash weights are plentiful in the 
market and the price is holding steady as last quoted. 
Sales are not very heavy so far. 


base. 





stocks Regular size sash 


jobbing 
cwt. 


from local 
$2.50 per 


We quote 
weights at 

Solder.—Solder is moving better than for some time 
past: retail sales are fair, showing some disposition to 
improve. Prices show no change. 

We quote from local jobbing stocks: Strictly half and half 
solder at 41c. per ‘b., warranted half and half solder at 44: 
per lb., wire solder at 47c. per Ib 

Screws.—Market on screws still remains somewhat 
unsettled though local general quotations are the same 
as before. Sales are improving and mill stocks are 
coming in very nicely. 


We quote from local jobbing stocks Flat head bright 
screws at 77% per cent; R H. blued screws at 72!. } 
cent; flat head brass screw at 44 per cent . 2 wt S 
screw if? per cent; regular cap serev 0 pe cent t 





ws 50-10 per cent; machin rew i cent b 


m nin screws »( per cent off ol t 1 

Skid Chains.—Skid chains are still selling briskly; 
also new cross chains for skid chains. Prices are st il 
as last quoted. 

We quote from local jobbing stocks: Wee 
at $4.61 per pair 4 xX 4 at $6.45 1 pair Rid-O-S 1 « 
30 x 314 at $2.92 per pair; 34 x 4 at $3.69 per 


Staples.—There is no further change in the price of 
staples and sales are increasing. Barb wire work and 
new construction work in the way of concrete work are 
tal ing large quantities of this product. 


We quote from loeal iobbing stocks Polished fence 
staples, $4.30 per cwt galvanized staples at $5 per ewt 
galvanized poultry netting staples at $6.25 per « 

Steel Sheets.—Sale on steel sheet is about normal 
with no change in price. 

We quote from local jobbing stocks: 28-ga. black sheets 
at $6.09 per cwt.; 28-ga. galvanized at $7.44 per cwt 


Tacks.—The local market quotations are not affected 
by the new factory lists and advances. Sales are fair 
and show tendency for improvement. 

We quote from local jobbing stocks: Upholsterers’ tacks at 
list plus 10 per cent; bill posters’ at list plus 15 per cent 

Tinware.—Tinware is selling in good quantity and 
price shows no change. 


We quote from local jobbing stoc Ks: Tinware at 25 per 
cent discount from standard lists 
Tinplate.—Stocks on tinplate continve to improve 





with call comparatively light as yet. Warmer weather 
will improve this part of the situation to some extent. 
We quote from local jobbing stocks: Flour City, I. C. 8-lb 


20 x 28 tin at $18 per box. Ideal bright S8-lb. coating I. C. 
tin, 20 x 28. at $22 per box: 14-in. Valley tin soldered and 
painted on both sides at $8.60 per 100 ft 

Wire and Wire Goods.—Sale of smooth and barb 





wire continues to improve. With the curtailed sales of 
last year on barb wire, this year’should prove excep- 
tionally good. Stocks seem to be in good condition all 
the way along the line. 

We quote from local jobbing stocks: 
75 per cent discount; brass 
standard list. 


Bright wire goods at 
wire goods at 70-10 per cent from 


Black annealed wire at $4.25 per 100 Ib ralvanized n 
nealed wire at $4.95 per 190 Ib.: painted Glidden cattle wire 
80-rod spools, $3.75 per spool; galvanized G'idden cattle w 
80-rod spools, $4.30 per pool painted Glidden ho Ww 
$4.02 per spool: galvanized Glidden hog wire, $4 60 per spool 


Wire Cloth.—Sash and door factories are beginning 
to purchase wire cloth in larger quantities with retail 
call showing a decided improvement during the past two 
weeks. Prices are still steady as last quoted. 


We quote from local jobbing stocl R p 
cloth at $2.15 per hundred sq. ft. base ralvanized 1 
aa > ner hundred q. ft b 

Wheelbarrows.—The call for wheelbarrows continues 
to improve with stocks in fair condition. I il job 
bers are moving a fair quantity of this product, and 
retail calls show considerable improvement. 

We quote from local jobbinge stocks W ' fully 
| I3 Of I do bu ’ 

' gard d wheelbart : 
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Twin Cities Paint Market 
Paul, April 24, 1919 
HERE is a continued improvement in paint lo- 
T cally. Paint stores and paint departments of hard- 
ware stores report a very good trade, in fact, excep- 
tional, for the present weathcr conditions. There has 
been practically no seasonable weather for outdoor work 
along these lines, but inquiries and orders are begin- 
ning to pour in to a very satisfactory degree. Prices 
are holding very steady. 

Mixed Paints.—Sale of mixed paints continues to in- 
crease. In fact the call for this class of goods is heav- 
ier than for the past three years. All indications are 
for a great business as spring work develops. 

We quote from local jobbing stocks: Ready mixed paints 
at $3.35 to $3.49 per gallon for first grade. Second grade at 
$2.15 to $2.50 per gallon; metallic paint in red, per pound, 
at 2 to 2% cents. 

Turpentine.—There is no change in the price of tur- 
pentine, which is somewhat of a surprise as this ma- 
terial generally fluctuates in the course of one or two 
weeks. Stocks are in good condition and plentiful 
enough to supply any immediate calls. 

We quote from local jobbing stock: Turpentine in bbl. 
at 87c. per gallon. 

Denatured Alcohol.—Call for denatured alcohol is 
much lighter than for many months. Price shows no 
change. 

We quote from local jobbing stock on 
{80 deg. at 45c. per gallon. 

White Lead.—White lead is selling somewhat better 
than in the past two weeks, but still is at a low ‘point 
owing to the lack of outside work. 

We quote from local jobbing stock: 
lots at $11.81 per cwt. with the usual 
of package and quantities. 

Shellac.—Shellac prices are still holding steady and 
stocks seem to be plentiful. Call is comparatively light 
as yet, although there is some increase in the sale of it. 


Minneapolis and St. 





lots 


denatured alcohol, 


White lead in 100-Ib 
differentials for size 


Orange shellac in gal- 
shellac in gallon cans at 


We quote from local jobbing stock: 
lon cans at $2.75 per gallon; white 
$3 per gallon. 

Whiting.—Whiting continues to sell at about the 
same level, although sales are not heavy so far. Prices 
have made no changes. 

We quote from local jobbing stock: 
$2.35 to $2.75 per cwt.; extra gilders’ whiting at $2.50 per 
. to $3 per cwt., with a charge of 50c. extra for the barrel 

Putty.—Putty is selling somewhat better as the sale 
of glass has shown some increase. Some quantity of 
this material is also used by painters in their work. 


We quote from local jobbing stocks: Commercial bladde; 
putty in bbl., $5 per ewt.; strictly pure bladder putty in bb! 
5.55 ; commercial putty in 100-lb. drums at $5 2 


at $5.55 per cwt. 
per cwt.; strictly pure putty in 100-lb. drums at $5.75 per 


cwt. 
Steel Wool.—The sale of steel wool shows some im- 
provement, but even better sales are expected to show 
up in the near future. Stocks are in good condition 
with no alteration in the prices. 
We quote from local jobbing stock: 
per lb.; No. 0 wool at 58c. per lb.; No. 1 


Chicago Paint Market 


Office of HARDWARE AGE, 
Chicago, April 25, 1919. 


T a recent meeting of the paint and varnish manu- 
facturers, it was decided that they should not be 
called upon to guarantee their prices, which was one of 
the methods suggested by the Department of Commerce, 
with a view of stabilizing conditions. With the prices 
of linseed oils as they are, and future conditions appar- 
ently unpromising, not mentioning labor and other 
costs, there will probably be no change in prices until) 
late summer or early fall. In fact, some manufacturers 
have already notified their trade that present prices 
will be effective until September first, “unless condi- 
tions warrant higher prices.” 
It was the nant of all manufacturers that the house 
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paint shades should be restricted to thirty-two colors, as 
was the practice during the war, so that the dealer will 
find himself protected on this score and, as the trend 
of prices is upward, there should be no hesitancy or 
holding off from buying of paints and varnishes. 

The National “Clean Up and Paint Up” Campaign 
Bureau, of St. Louis, reports very satisfactory results 
in many communities, and that the newspapers in gen- 
eral are co-operating with them. The Flaxseed market 
is about the same as last reported. There have been 
no price changes during the week, and satisfactory 
sales are reported. 

Mixed Paints.—The bulk of mixed paints sales are 
for inside work, as the new work is not far enough 
along for painting. Property owners, however, are 
using large quantities of floor paints. Prices are not 
expected to go any lower, as prices on labor, lead and 
oil continue to be very high. It is evident, however, that 
manufacturers expect a good volume of business for 
the year, as they are continuing to manufacture in as 
large a volume as ever and are carrying a surplus. 

Linseed Oil.—During the past week there has been a 
marked improvement in the demand for linseed oil. 
Most of the buyers require immediate shipment. There 
is, however, comparatively little oil in the United States 
available for quick shipment, and if the business of this 
week is an indication of the Spring demand, the crushers 
will have difficulty supplying the necessary oil. 

We quote from jobbers’ stocks, f.o b. Chicago: Strictly pure 
linseed oil, in barrels, single barrel lots, raw, $1.75 per gal. ; 
boiled, $1.77 per gal.; 5 bbl. and over, one delivery, raw, 
$1.67 per gal.; boiled, $1.69 per gal 

Turpentine.—The undercurrent to the market on tur- 
pentine is very firm, and the next few weeks’ demand 
will probably put the price at least two or three cents 
higher. Manufacturers have the buyers to a great 
extent where they can command the present prices and 
higher; turpentine sales are reported several times 
greater than the receipts during the past week. 

We quote from jobbers’ stocks, f.o.b. Chicago: Strictly pure 
turpentine, in barrels, 94c. per gal. 

Denatured Alcohol.—There continues to be a steady 
demand for denatured alcohol, and the market seems to 
be firm. There has been no change in price since last 
reported. 

We quote to retailers, f.o.b. Chicago: 180-deg. denatured 
alcohol, in barrels, 50c. per gal.; 5 and 10 gal. kegs, 20c. per 
gal. higher; 1 gal. cans, 25c. per gal. higher, which price 
includes containers. Where sold in bulk in less than barrels 
the price is 10c. per gallon more, with extra charge for the 
cans. ° 
White Lead.—Satisfactory sales on white lead are 
reported by both the jobber and retailer the last week, 
and from all indications the demand from now on will 
be very heavy. All orders, however, continue to be for 
immediate shipment and very few future orders are 
being placed. 

We quote to retailers, f.o.b. Chicago: 100 lb. kegs, per Ib., 
13c. in quantity; single kegs, $13; 50-lb. kegs, per Ib., 13 4c 
in quantity ; single kegs, $6.75; 25-lb. kegs, per Ib., 134 c. in 
quantity; single kegs, $3.45; 121%4-lb. kegs, per Ib., 18%4c. in. 
quantity ; single kegs, $1.80 (500-lb. lots or more, 4c. per Ib. 
less). 

Shellac.—Prices on shellac remain the same as last 
reported and there is no indication of lower prices. 
Sales are improving somewhat, but the demand is not 
as yet up to normal. 

We quote to retailers, f.o.b. Chicago: Pure white shellac 
(4-lb. goods), in gallon cans, $2.85 per gal.; pure orange 
shellac (4-lb. goods), in gallon cans, $2.75 per gal 






Boston Paint Market 


Office of HARDWARE AGE, 
Boston, April 26, 1919 


A" gunning around the paint trade, as we have 
week after week without getting very encouraging 
reports, it is a pleasure to do so today. Upon asking 
how business is you get “rushed to death” handed you 
eight out of ten cases, and the best part of it is they 
look and act it. You can’t go the rounds and absorb 
this enthusiasm long before you realize that your step 
has a little more pep to it. You feel just as glad as 
the paint fellows themselves do. 

The paint market is active. By that we mean that 
almost every department of it is more lively than it has 
been before in a very long time. Brushes, dry colors, 
oil, turpentine, sundries of all kinds, almost everything, 
in fact, is moving well. As to mixed paints, the demand 
is quite evenly divided between indoor and outdoor 
kinds. Ordinarily outdoor paints should sell better than 
indoor at this season, but the movement has been held 
up somewhat by painters’ strikes within a radius of 
50 miles or more around the Hub. Most of these strikes 
have been settled and the painters have secured what 
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they wanted, or at least very nearly so. So the 
chances favor an increased consumption from now on 
It is quite certain that paint will not be cheaper this 
spring, at least. At a recent meeting of the grinders 
this fact was brought out clearly. It also was intimated 
that prices would not be higher, in all probability. 

Brushes.—While there has been no drive on brushes 
the market for them is much more active than it was 
a month ago, and because of the increased demand 
shipments from factories are not going forward as 
quickly as they might. There is no indication of any 
lowering of prices. On the other hand, some talk stil) 
persists that values may advance. 

Dry Colors.—Dry colors of all kinds, for the first 
time in months are really active. Inasmuch as nobody 
here was overstocked, the market is fairly well cleaned 
un most of the time and prices are very strong as a 
result. New York, from which supplies are largely 
drawn, has not been very prompt in recent shipments 
or reorders placed by local concerns. 

Barrel Lots—Plaster of paris, $4 to $4.25 per bbl.; whiting 
commercial (bolted), 2c. per lb.; whiting, gilders’, 24c. per 
Ib.; dry zine (American), 20c. lb.; lamp black, bulk, 15e. Ib. 
lamp black, in 1-lb. packages, 19¢c.; raw and burnt umber 
8c. to 12c. lb.; raw sienna, 15c. lb.; burnt sienna, 13c. to l5e. 
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Princes’ metallic brown, 3\c.; yellow ochre, 34%c.; Venetiar 
red, 2%c. Ib. 

Pound Lots—Paris green, in 1-lb. packages, 50 Ib.; in 
%-lb. packages, Sle. Ib.; 4-lb. packages, 52c. Ib.; ultra- 


marine blue, 24c. Ib 

Glue.—The glue market is one of the very few in the 
paint district that is not enjoying a brisk trade. In 
an effort to stimulate business prices have been dropped 
quite a little. It will be several days before the effect 
of this price cutting will be seen. 

Glue, ground, lic. per |b.; plate, 35c. per Ib.; clear bonnet 
37ec. Ib. 

Lead.—Sales of lead show a marked increase during 
the past fortnight. The lead interests held a meeting 
the 20th of this month, but nothing of interest tran- 
spired at it, and there is every indication that no change 
in prices will be made before July 1, if then. 

White, in oil and dry, 12%-lb. kegs, 13%c. Ib.: 25 and 
50-lb. kegs, 134%c.; 100-lb. kegs and larger, 13c.; for 500-lb 
lots and over deduct 5 to 10 per cent. Dry red lead and 
litharge, 12\4%4-lb. kegs, 13%c. lb.; 25 and 50-Ib. kegs, 13\c.; 
100-lb. kegs and larger, red lead, in oil, 12%-lb. kegs 
l4c.; 25 and 50-lb. kegs, 






3 wc. lb.; 100-lb. kegs and larger 
13'%2c. Ib. Orange mineral, 12%-lb. kegs, 13%c. lb.; 25 and 
50-lb. kegs, 13%c.; 100-lb. kegs and larger, 1 

Oils, Ete.—Since last reports linseed oil has been ad- 
vanced 3c. per gallon. This change in price is the first 
one made since early in March and brings the whole- 
sale market up to within 2c. of the high record mark. 
The present strength of the market is due largely to 
increased foreign consumption of oil and flaxseed, which 
has pulled down supplies that possibly might have been 
consumed in this country. It is understood serious 
efforts will be made to convince the American farmer 
he should raise more flaxseed this year. Unless he 
will do so, there appears little likelihood of oil being 
much cheaper for more than a year. 

The market for turpentine holds very strong because 
of a steady increase in consumption, not only in Bos- 
ton, but all over the country. All other kinds of oils 
are moving in much larger volume and there is abso 
lutely no weakening of prices so far as we can ascertain 





3%c 


Cylinder oil, 50c. gal.; gasoline, 50 gal. or more, 25'2c. gal. 
kerosene, 50 gal. or more, 13%c. gal.; lard oil, $1.80 gal. 


alcohol, denatured, 45c. gal wood, $1.40 gal.; linseed, raw 
in barrel lots, 91.66 gal.; in 10-gal. lots, $1.71; in*5-gal. lots 
$1.73; in 1-gal. lots, $1.76: boiled, in barrel lots, $1.73 to $1.76 
gal.; neatsfoot, $1.85 gal.; sperm, $2.30 gal.; paraffin, 35c 
gal.; floor oils, 50c. gal.; turpentine, 85c. gal. in barrel lots 
in 10-gal. lots, 90c.; in 5-gal. lots, 92c.; in 1-gal. lots, 95c. 

Shellac.—Supplies of shellac gums are comparatively 
small in Boston and as conditions are much the same 
throughout the east the market is very firm. Mail 
advices from Calcutta show that freight rates have 
dropped considerably. It is now possible to secure 
vessel space at $17 a ton, as compared with $23 a few 
weeks ago. Possibly the reduction in freights will 
affect shellac gum quotations in this country, but not 
until supplies have increased materially. 








Shellac gums (small quantities), D. C. (orange), 83c. Ib.; 
V. S. O., 70c. Ib.; T. N., 60c. Ib.; bleached white shellac 
65e. Ib. 


Sundries.—All kinds of sundries are selling splen- 
didly. The demand for putty has taken a very pro- 
nounced spurt during the past fortnight, and wax and 
paint removers are selling in large quantities. Prices 
on everything are very firm. 





Putty (best), in 125-lb. drums, 7c. Ib.; commercial putty 
(in drums), 5%c.; paraffin wax, in 225-lb. cases, 118-20 melt- 
ing, 10%c. lb.; 123-25 melting, 10%c.; 128-30 melting, 1l'4c. 


paro, in 230-lb. cases, 12%c. lb. Paint removers, $2.50 list. 

Varnishes.—People evidently have begun to realize 
that varnish prices are not likely to be much lower for 
some time. The increased demand for this merchandise 
would indicate such. 
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Effective Annual Spring Sales Announcements—A New Store Paper from 


‘Tennessee— 


Attractive Seed Ad 


By Burt J. PARIS 


A Fine Spring Sale Announcement 


No. 1 (22 in. x 30 in.) 
HIS anne = ment from the Sinclair Hardware 
Company, Medford, Mass., is ene of the largest 


we have ever received. 
Just a glance at its general make-up will show 
you the immense number of individual articles fea- 
tured and the number of lines listed. 


single-sheet circulars 


—Six columns of Spring Bargains 
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The illustrative part of this circular is excellent 
and we commend ic to your careful attention. The 
selection of cuts reflects good judgment. All are 
seasonable items, and the cuts themselves print won- 
derfully well, as may be noted. 


The opening talk takes for its theme ‘“after-the- 


war bargains,” and this talk is very well handled 
and convincing. Notice the panels immediately 
under this cpening talk with items concerning the 


growth of the firm, prizes and gifts, phone and mail 
orders, etc. 

The copy throughout the circular shows that care 
and thought have governed its preparation. Not 
only in the way in which the sections are divided, 
but in the treatment of lines and individual items, 
the text reflects the skill of the trained catalog com- 
piler. The text on aluminum ware, for instance, is 
exhaustive and answers every possible question aris- 
ing in connection with this ware. The garden and 
paint-up panels are filled with action-getting copy. 

As a whole, this circular is one of the best we 
have seen in some time and we certainly congratu- 
late the Sinclair Hardware Company upon its time- 
liness and general effectiveness. 


Another ‘‘ 
No. 2 (6 cols. x 


| ad was sent us by Klivans Bros., Youngs- 
town, Ohio, and we are very glad to show it in 
connection with the Sinclair circular, for both taken 
together provide all the suggestion and example you 
need in preparing a spring sale announcement. 

Like the Sinclair announcement this Klivans ad 
starts off with an excellent opening talk, althougi 
there is no mention of war or any other reasons 
for the sale other than the fact that it is a fixed 
event with the firm, this sale being their fourteenth 
in as many years. 

The iliustrative features of this ad are especially 
effective. Copy, price and cut are all together, and 
for a sale ad we think this is the ideal way to handle 
the display. 

Aside from the opening talk, the only copy used 
in this ad is in the form of short, descriptive para- 
graphs. In this respect, it differs radically fromm 
the Sinclair ad, which contains both creative copy 
and selling text. But when it comes to a final show- 
down, the Klivans style is best adapted for a sale 


Peppy’ Spring Sale Ad 
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a combination of the two ads would produce the 


ad. Inasale, folks are interested in (1) the article, 


reduced price is sufficient unto itself, and, generally 
speaking, does not require copy embellishment. 

Of course, the Sinclair treatment gives a bigness 
and interest to a sale ad which is often lacking in 
the mere price announcements, so it would seem that 











‘st-class Spring Sale cir 


AFTER THE WAR 


(2) some description of it, and (3) its price. A_ ideal sale ad. 
Study both these ads, 


however, and you will have 
no difficulty in getting up a spring sale ad that will 
stir up a great deal of business. 


(Continued on next page) 
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SPRING SALE 


WE CARRY EVERYTHING - - - 


YOU WILL BE SURPRISED IF 


YOU WILL DROP IN 
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Fine Table Cutlery Carving Sets and Silverware 
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Sttver sad Metal Polish 





ordered; you need not wait 2 week, as Is often the case when buying in Boston. 


Sinclair Hardware Company starts in today with » bunch of price reductions. The war is over. We have different but most urgent work to accomplish. 


anywhere eise in the world, and we will deliver the goods the day they are 
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SALE OF BARGAIN ITEMS, GOOD FOR ONE WEEK ONLY, B BEGINNING MONDAY, APRIL 14, 1919 
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‘Our Money-Saving Paint Dept 
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Seed Talk 


(Continued from preceding page) 


No. 3 (3 cols. x 8 in.) 
HE Holder Hardware Company of Bloomington, 
Ill., sent us this ad, as well as a number of other 
attractive announcements which will be reproduced 
later. We selected this ad for the reason that it 
is a seed ad that suggests. Too many seed ads con- 


tent themselves with bare announcement to the 


3—A very good seed ad 


peemnien HOLOER | 


In Bulk 






Burpee’s Seeds 
Grow 


















A Few “Give Rather Than Get All That Is 
Possible” 
: 
Suggestions: It really takes a large measure of faith and confidence on the 
RADISHES— part of the customer to place an order for seed and risk an en- 
White Icicle Ure year’s work upon the results. As in no other business, the 
Scarlet Button majority of buyers must depend upon the reputation of their 
Early White Turnip source of seed supply. 
Forty-three years ago when W. Atlee Burpee started the busi- 
LeETTUcCE— ness that bas since enjoyed the respect and confidence of mil- 
Early Carly lions of seed buyers, he established it with the one baste p thong 
a Simpson and principle of “Gfve rather than get all that is poss! 
et ice 
Big Boston Head Lettnce Choice Kentucky Blue Grass Seed 
PEAS— 





The best we can buy shipped direct to us from Paris, Kentacky 
36¢ Pound. 
-35¢ Pound 


American Wonder Dwarf 

Notts Excellsior Dwart 
radus 

Alaska 






Try our Bloomer Lawn Mixture...........0esseeeee 

















B ‘s 
ANS— : 
ote Wax Best Mixed 
Stringless Green Pod Sweet Peas 
Kentucky Wonder Pole Bean 
ONIONS— 
Onion Set: 
Yellow, White and Red, — 
Globe Onion Seed ing 







CARROTS— 
Ox Heart 
Danvers Half Lovog 








PARSLEY—Corled Dwart. Mixed 
SPINACH—Victoria. Dwarf 
Nasturtiums 


GEETS— 
Improved Blood Turnip. 
Long Smocth Blood Red 
Best Mized Sweet Pea. 











To Out of Town Customers:— 







Climbing & Dwarf Nasturtinms. | We will send 1 oz. or more of 

We have a great many other any of the above 3 flower seeds 
othe: ; : 

varieties and will also give any | POSt Paid on receipt of price— 






special orders prompt attention 20c per ounce 














HOLDER HARDWARE CoO. 


effect that “the best seeds are carried in stock, and 
any seed you want is here.” 

This ad is different. It suggests many flowers 
and vegetables which should be purchased now. In 
the case of the vegetables, different varieties are 
listed. After looking over this ad, the reader has 
a good idea of what he needs for his garden. The 


opening talk takes care of the quality suggestion 


and in a very effective manner, too. Notice the 
offer to out-of-town customers. 

In a letter to us, the Holder Company make a 
very interesting point. They say: “Increased rates 
charged by our local newspapers necessitate more 
care than formerly*in preparing copy.” Something 
to think about, this. If you are not going to en- 
large your appropriation, the amount of space you 
will have at your disposal will be lessened and the 
only way you can make up for it is to give more 
care to your advertising. Watch this department 
more closely and don’t release an ad until you are 
entirely satisfied with it. Do as the Holder Com- 
pany are doing; they are using this department and 
utilizing any suggestions and ideas that come their 
way. 


Introducing ‘‘ Norvell News ”’ 


No. 4 (11 in. x 16 in.) 


ERE’S another newcomer in the store paper 
field—-Norvell News—published monthly by L. 
B. Norvell, Newbern, Tenn. Right off the bat we 
are going to answer Mr. Norvell’s inquiry, which 





Hardware Age 


is, to wit: “Would appreciate your opinion of 
Norvell News, and is this a good method of adver- 
tising ?” 

The store paper is so good, Mr. Norvell, that if 
you used nothing other than it and your newspaper 
you could afford to ignore all other methods of 
advertising. Not that we would advise you so to 
do, but it could be done without detriment to your 
business. The store paper combines the personality 
of the letter, the scope of the circular and approxi- 
mates the interest of the newspaper. 

HARDWARE AGE has been the means of getting a 
great number of store papers started, and we have 
yet to hear from a single merchant that his store 
paper did not pay. On the contrary, we have been 
told time and again that the store paper had proved 
the star method of getting business. 

Norvell News makes a good start, and we are of 
the opinion that other store paper editors will find 
food for reflection in the editorial of Mr. Norvell’s 
on the page here shown. 

Our only criticism of this issue is that too many 
ads are used and not sufficient reading matter. 
Perusal of the store papers reproduced from time 
to time in this department will furnish you with a 
number of ideas for interesting reading material, 
and unless your paper has a NEWS interest, it will 
not develop a following—a mailing list that will 
set up a yell if you skip an issue. The department, 
“Things to do on the farm for April,” is very good 
Keep this up. 

Norvell News is going to be a winner—we can 
see that with half an eye. It has the earmarks of 
eareful editing. Next issue, however, when you 
want to feature something in half a page of ad 
space, cut it to a quarter and fill the other quarter 
with reading matter. 


4—Another new store paper on the map 





READY FOR EASTER BUGGY TRADE 





‘The biggest and best thing that can be said about oy article of merchandise is that the American poople have bought it for 
years and are still buylog it. For 67 continuous years the American people have been buying GEORGE DELKER BUGGIES 
tech year in ineressing quantities, and today the GEORGE DELKER BUGGY is more popular than ever. 
are the George Delker Co. has built quality into the GEORGE DELKER BUGGY. | Beosuse 
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TS euperiative stylishiness, end other 


ITs 
ITS excellent petoung. ITS eaay riding. ‘TTS bent running, features that go to make up ® 


perfectly aa 


A BIG CAR LOAD OF GEORGE DELKI DELKERS 
DUE TO ARRIVE THIS W' 
$150.00 FOR RUBBER TIRED BUGGY AND FINE SET OF HARNESS 

















Files, Pliers, Wrenches 
8 inch Black Diamond Giles 
10 inoh Black Diamond files, 
12 inch files for dises, 


Plow Goods 
Pure unoiled sisal rope tor 
plow line, per Ib. ........90 
Geouine Lone Star hames, pe. 1. 


Monthly Hardware Bulletin 


Each month Norvell News will offer suggestions and 
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10-2, per pr. a prices an seasonable hardware and kindred lines.|¢ inch guaranteed pliers... 50 
Bac. No. >, b 
= the wi hook, ouch 30) These are not “bargains sales,” just regular Norvell prices.|® men rena pe 1: 
Gach Spee, Be. Coes, SS Inch and which reasonable levels you'll find so prevail through- | Herc ta oe... 1.00 
1.90] al of my departments. J have # full stock of hardware. | : “4 
20| Buy Norvell hardware and you'll buy good hardware wort Lo 
* pr. .10\the money 1.06 
all 2B 
a 20 
" some Hardware jones ng, long handle, — 
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Orla Greases, Etc 






mmol Yellow Sey Beans, bu. 
Weppoorwill Peas, bu 350 








Reading matter continues on page 116 
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GARAGE HARDWARE 





wpe 


A Stucco Garage 
Sor Two Cars 


wis fireproof garage is ir e heart ¢ 
| dential seetic With houses 
Its stucco walls onde 
catching fire frou 

















Baers thirty-two page booklet is built around the illustrations, de- 
scriptions and plans of eight typical private garages and their 
Stanley Garage Hardware. A copy has been sent to the leading archi- 
tects everywhere. 

One of these booklets has been sent to every dealer whom we knew to 
have a stock of Stanley Garage Hardware. ‘8 Garages’”’ contains 
interesting information about garage construction which should be 
valuable to you. If you have not received your copy, let us know 
today and it will be sent you by return mail. 








New Britain, Conn., U. S. A. 


New York, 100 Lafayette Street Chicago, 73 East Lake Street 





“Ball Bearing Butts for Permanence” 





Westinghouse Foot Warmer 


The electric foot warmer has been 
developed to meet the need of any 
inactive workers in exposed positions, 
such as watchmen at industrial plants, 
traffic policemen, gatemen at railway 
stations, motormen on street railway 
cars, doormen at hotels and clubs, 
sentrymen at _ industrial plants, 
wharves, piers and bridges. 

The foot warmer shown in the illus- 
tration, manufactured by the Westing- 
house Electric & Manufacturing Com- 
pany of East Pittsburgh, Pa., is 14 in. 
wide, 20 in. long and 2% in. high, 
constructed either of cast iron or 
copper and made in one piece. The 
top surface is diamond treaded and 
feet are provided at the corners to 
raise the warmer one inch above the 
floor. The heater unit is clamped 
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The Westinghouse foot warmer 


against the under side of the main 
casting by a %-in. sheet steel clamp- 
ing plate and a bottom sheet steel 
plate sealed with waterproof gum 
covers the heating element. The 
cable of rubber insulated triple con- 
ductor enters the foot warmer through 
a bellmouth waterproof fitting 
mounted in the middle of one 14-in. 
side. 





Many retailers 
get the 
jump on their 
competitors 
by reading this 
“New Goods” page 


each week. 











The resistance is of the slotted rib- 
bon type distributed uniformly over 
the entire surface. The ribbons are 
assembled between two plates of built- 
up mica, .025 in. thick, cemented to- 
gether to form a unit. 

3y means of the three-heat control 
snap switch, it is claimed that 200 
watts is obtained on high by connect- 
ing the two equal circuits of 100 watts 
each in parallel; 100 watts is obtained 
on medium by using one circuit only, 
and 50 watts on low by connecting the 
two circuits in series. 


‘* Diamond Edge ” Cultivator 


The “Diamond Edge” cultivator 
herewith illustrated has been brought 
out by The Shapleigh Hardware Com- 
pany, St. Louis, Mo. It is so con- 
structed that it runs easi!y, combines 

veral useful tools and has many im 

















The “Diamond Edge” cultivator 


portant features, among them being a 
machine steel bearing bolt, with a 
counter bored hub packed with grease, 
which prevents dirt and sand getting 


in the bearing. The scuffle hoe, cul- 
tivator teeth and drill plow are all 
attached to the center reel of the ma- 
chine, and any one of them may be 
readily thrown into action and firmly 
locked, none of the others interfering 
with the working part. This change 
can be made in an instant, at any 
place the cultivator is being used, 
with no danger of parts being mislaid. 
It is thoroughly well made of the best 
materials, the wheel has oval steel 
spokes instead of the ordinary wire 
and the various tools can be readily 
and easily adjusted to meet existing 
conditions. It is light, yet strong and 
beautifully finished in an attractive 
combination of colors. 


Never-Slip Rope Lock 


G. M. Watters, Minneapolis, Minn., 
is the maker of the Watters never- 
slip rope lock, which is made of 
malleable iron in three sizes, attrac- 
tively finished in baked gloss japan, 

















Watters never-slip rope lock 


and is applicable to every field where 
manila and sisal rope are used. It 
eliminates tedious tieing or unsightly 
knotting. The Watters never-slip rope 
lock is guaranteed to produce a quick, 
secure locking of rope at any desired 
length. 


Reading matter continues on page 118 
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Tells You Things You 
Want to Know! 


Contains valuable suggestions about 





doorways and other matters of personal 
interest to hardware merchants, build- 


ers, architects and manufacturers. Cir- 


culation 34,500. Published monthly by 
the 





Richards WilcoxManufacturing(0. 


AuRORA, ILLINo!s ,U.S.A. 





Subscription free. 


If you are interested in any way in the con- 


struction of doorways and do not now receive 





our house organ, we will send it to you regularly, 


upon request. 





The well-known Richards- Wilcox photographic 
monthly calendar is included with each issue of 


“DooR-Ways.”’ 














SAN FRANCISCO Aurora, ILuinois, U.S.A. MINNEAPOLIS 


LOS ANGELES 
CHICAGO Richards-Wilcox Canadian Co,Ltd.London Ont. pane ni 
“A hanger for any door that slides” 
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Spark Plug Case 


The “Proteczum” spark plug case 
illustrated below, it is stated, keeps 
the plugs as safe as if they were 
swathed in a bale of cotton. A soft 

















“Proteczum’”’ spark plug case 
wood socket in a leather case holds 
the porcelain and terminal connection, 
while the case itself protects the rest 
of the plug. The most severe jolts 
and jars, the manufacturer mentions, 
can not injure the plug in any way. 
The case holds from one to six plugs 
of any make or size. It is finished in 
black. One plug can be taken out 
without disturbing the others. It is 
neat in appearance and will last for 
years. The “Proteczum” is made by 
The Perkins-Campbell Company, Cin- 
cinnati, Ohio. 


Wilkinson Steam Vulcanizer 


The cut below illustrates the new 
model steam vulcanizer made by the 
Wilkinson Vulcanizer Mfg. Company 
of San Bernardino, Cal. 

This machine represents the latest 
development in the Wilkinson dry cure 
process and shows the new non-skid 
matrix. With it the user, it is said, 
is able to rebuild an old casing into 
an apparently new tire, adding from 
2000 to 5000 additional miles at a very 
nominal cost. The machine is equipped 
with all of the latest Wilkinson pat- 
ented features such as the aluminum 
non-skid tread matrix and the radiat- 
ing insulated flange to protect the tire 
from overcuring at the laps. The out- 
fit requires no separate boiler, as it 


has a boiler self-contained and is also 
equipped with steam safety valve and 
gage. There are three models. 

















Wilkinson steam vulcanizer 


Roffy Automobile Headlight 


The Roffy reflector system is said 
to be a most efficient light projector 
and non-glare illuminator of the road. 

At full burning the main beam of 
the Roffy lamp sweeps the ground for 
a distance of a quarter of a mile, while 
a “satin finish’ secondary beam 
covers the side of the roadway, and 
a third a general illumination is dif- 
fused immediately in front of the car. 
At dim the lamp, using but a small 
amount of current, projects a distinct 
field of road illumination. It is 
equipped with a standard six-volt bulb 
of 28 candle power, and complies with 
city ordinances at full burning. With 
the switch at dim the lamp projects 
an effective beam of driving light with 
all the characteristics of the full burn- 
ing though, of course, in a lesser de- 
gree. The lamp was designed pri- 


Reading matter continues on page 
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marily to obtain this particularly ad- 
vantageous combination of illumina- 
tion, as well as to provide a head lamp 
of light weight, rust and dust proof, 
mechanically strong and ornamental 
in appearance. J. T. Roffy, 542 Lewis 
Avenue, Brooklyn, N. Y., is the maker. 





The Roffy automobile headlight 


New Headlight Equalizer 


The Culver-Stearns Mfg. Company, 
Worcester, Mass., has just announced 


a new addition to its line. It is a 
headlight equalizer for Ford cars. 
This little device is inserted in the 


lamp socket of the right hand head- 
light on the outside of the lamp, is 
locked into place by the knurled lock- 
ing nut, and the lamp plug is then in- 
serted into the open end of the equal- 
izer. 

The following are the results which 
this new device produces, 
the firm states: Much 
brighter lights, uniform 
light at all speeds, bright 
lights at low speed, pro- 
tection for the bulbs. If 
one bulb burns out the 
other remains burning. 
Ford owners have always 
been bothered with poor 
lights at low engine speeds. This de- 
vice corrects all this. 
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New Ford 
headlight 
equalizer 
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Stik-Tite Windows at- 

tached in 10 minutes 

without removing curtain. 
For all popular cars. 





- / 


LZ ae 


“Frost King” asbestos 

lined radiator and engine 

covers for cold weather 

are the standard for qual- 

ity by which others are 
judged. 
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Wilson one man tops com- 
plete. A. S. F. top re- 
coverings made to fit all 
cars. 
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RNER sess COVER 


COMFORT — ECONOMY — STYLE 


NOW BELONG TO THE 


A 


Mr. Warner has retired, but his work, his methods and his 
superior product will go on. Thousands of dealers have 
been waiting for ‘“Warner’’ Covers and will be pleased to 
learn that the splendid work of the Warner Auto Top Com- 
pany will be continued. 


Although Mr. Warner has retired, we purchased the entire 
equipment for making the ‘Warner’ Auto: Upholstery 
Covers, and his ideals, his methods and his superior prod- 
ucts will continue. 


No expense will be spared to maintain the unequaled qual- 
ity of Warner Covers. 


Our own policy has always been to manufacture up to a 
quality ideal, not down to a price mark. Our workmen 
have been trained to take time and be particular. 


We have made ‘“‘Stik-Tite’” Windows, Auto Tops and 
“Frost King’’ Covers in a painstaking way for years, and 
we shall see that the same standards are maintained in 
reproducing ““Warner’™’ Auto Upholstery Covers. 


“Warner” Covers fit like a glove and add to the value of 
any car. 


Dealers—Write at once for samples and price-list. We 
have patterns for a thousand different models of cars. 
Manufactured exclusively by 


The Cincinnati Auto Specialty Company 
313 Main Boulevard Cincinnati, Ohio 


Manufacturers of 


“Stik-Tite’’ Windows and Roof Patches 
Tops and Top Recoverings ‘ 
“Frost King’ Radiator and Engine Covers 
Tire Covers and Drivers’ Cushions 


If you are interested in any 
other line than Seat Covers, 
be sure to mention it in your 
letter. 
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Notes of the Retail Hardware Trade 


es ARK.—The Harley Hardware Company has 
been incorporated with a capital stock of $50,000 
to deal in automobile accessories, bathroom fixtures, 
bicycles, buggy whips, builder’s hardware, building 
paper, children’s vehicles, churns, crockery and glass, 
cutlery, electrical household specialties, fishing tackle, 
furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hard- 
ware, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, plumbing department, pre- 
pared roofing, pumps, ranges, and cook stoves, refriger- 
ators, sewing machines, shelf hardware, silverware, 
sporting goods, wagons, buggies and washing machines. 

Rison, ARK.—I. E. Moore has commenced business 
here. His stock will consist of automobile accessories, 
crockery and glass, electrical household specialties, 
fishing tackle, mechanics’ tools, shelf hardware, kitchen 
housefurnishings, etc. Catalogs requested on shelf and 
heavy hardware. 

Macon, GAa.—The J. A. McDaniel Hardware & Imple- 
ment company stock has been sold. 

BARRINGTON, ILL.—The Schroeder Hardware com- 
pany is now occupying its new quarters. The store is 
equipped with modern fixtures and a complete stock of 
hardware. The business was established in 1874 by L. F. 
Schroeder, who is still an active member of the firm, 
and has his two sons H. T. and B. A. Schroeder as 
associates. 

PAxTON, ILL.—C. R. Cruzen and John Newman, Jr. 
have purchased the business formerly conducted by 
C. A. Nordgren. The new firm will be known as the 
Newman Hardware company, and many lines will be 
added to its present stock as soon as an addition to the 
store is completed. Catalogs are requested on the fol- 
lowing lines: Baseball goods, bathroom fixtures, buggy 
whips, builders’ hardware, children’s vehicles, churns, 
crockery and glass, cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing tackle, ham- 


mocks and tents, harness, heating stoves, home barbers’ 
supplies, iron beds, kitchen housefurnishings, lubricat- 
ing oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, ranges and cook stoves, refrig- 


erators, sewing machines, shelf hardware, sporting 
goods, toys, games and washing machines. 

MuscaTINE, Iowa.—H. G. Detthof has bought the 
stock of the Detthof Hardware company, 124 East Sec- 
ond Street, and will continue the business without any 
change in the firm name. Catalogs requested on farm 
gates. 

JEWELL City, KAN.—Kreamer & Henninger have 
taken over the stock of G. W. Kimball, consisting of tHe 
following: Baseball goods, bathroom fixtures, bicycles, 
buggy whips, builders’ hardware, children’s vehicles, 
cutlery, electrical household specialties. fishing tackle, 
furnaces, galvanized and tin sheets, hammocks and tents, 
heating stoves, heavy hardware, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and _ glass, 
plumbing department, poultry supplies, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods, tin shop and washing, machines. 
The new owners request catalogs. 

VERMONTVILLE, MicH.—E. D. Barber has been suc- 
ceeded in business by Hammond Bros. 

CAMBRIDGE, MINN.—Charles W. Patsold has sold an 
interest in his business to William A. Klemz. Charles 
W. Patsold & Co. is the new firm name. 

HANLEY FALLS, Minn.—O. H. McNulty has bought 
the stock of the Hanley Falls Hardware company, and 
will add a general line of hardware, etc. 

NICOLLET, MINN.—J. Q. Currier has disposed of his 
stock to J. H. Meurer, who requests catalogs on farm 
implements. 

NORTHFIELD, MINN.—C. F. Falk has bought the Hagen 
hardware stock. 

Aurora, Mo.—Geard & Pfitzner now carries a stock 
of automobile accessories, builders’ hardware, fishing 
tackle, paints, oils, varnishes and glass, washing ma- 
chines, etc. 

TRENTON, Mo.—H. E. Brown has sold an interest in 
the Trenton Hardware company to William Robertson. 

FULLERTON, NEB.—The stock of Spelts & Noble has 
been sold. P. A. Krause & Sons are the purchasers. 


SCOTTSBLUFF, NEB.—The McCreary Bros. company has 
been incorporated by James C. McCreary, Willis M. 
McCreary and Frank A. McCreary. The capital stock 
is $100,000 and the lines carried will consist of automo- 
bile accessories, baseball goods, bathroom fixtures, belt- 
ing and packing, bicycles, buggy whips, builders’ hard- 
ware, children’s vehicles, churns, cream separators, 
crockery and glass, cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing tackle, furniture 
department, galvanized and tin sheets, gasoline engines, 
hammocks and tents, heating stoves, heavy hardware, 
home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, poultry supplies, ranges and cook stoves, refrig- 
erators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games and washing ma- 
chines. Catalogs requested. 


Avon, N. Y.—J. C. Walliss has been succeeded in 
business by J. T. Marshall. 


MACEDON, N. Y.—L. R. Eldridge has disposed of his 
stock of hardware to Edsall and Kemp. 


ASHLEY, N. D.—J. Hildenbrand & Son are purchasers 
of the hardware business of Gottlieb Becker. 


HAMBURG, N. D.—The interest of A. J. Myhro in the 
Hamburg Hardware & Implement company has been 
bought by F. C. Wessner. Catalogs are requested on 
hardware and implements. 


HOLLOWAY, OHIO.—J. Otto Helter has purchased the 
store he has been occupying for some time. It is now 
being remodeled and extensive improvements made. A 
complete stock of hardware will be carried. 


GUTHRIE, OKLA.—The Loveless-Paddock Hardware 
company, successor to Herr, requests catalogs 
on some of the following: Automobile accessories, base- 
ball goods, bathroom fixtures, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, heating stoves, home barbers’ sup- 
plies, lubricating oils, mechanics’ tools, paints, oils, var- ° 
nishes and glass, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware, sporting goods, tin shop, 
toys, games and washing machines. 


SUPPLY, OKLA.—The Devore Hardware company now 
owns the stock of F. W. & J. C. Devore. 


BUFFALO MILLS, PA.—W. H. Mowry, who has been 
engaged in business for the past 27 years, has sold 
his stock and building to J. Russell Mowry, who will 
continue the business under his own name. 


NEW CASTLE, PA.—Kirk, Hutton & Co. has purchased 
the two story brick building at 24 East Washington 
Street, which it now occupies. 


ORANGEBURG, S. C.—Wallace C. Bethea has taken over 
the stock and business of J. W. Smoak. 


KINGSPORT, TENN.—The Kingsport Hardware Com- 
pany, Inc., has been incorporated as successor to the 
Hillenberg Kenner Hardware company with a capital 
stock of $30,000, to conduct both a wholesale and re- 
tail business in automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s 
vehicles, churns, cutlery, dairy supplies, dog collars, elec- 
trical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, hammocks and tents, harness, 
heating stoves, heavy hardware, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods and washing machines. The in- 
corporators are C. I. Fuller, R. P. Fuller, P. E. Fuller, 
C. B. Hancock and O. L. Hancock. Catalogs requested. 


CAMERON, TEX.—The Milan County Hardware com- 
pany has been incorporated. The capital stock is $18,- 
000, and the concern will deal in builders’ hardware, 
crockery and glass, cutlery, paints, oils, varnishes and 
glass, washing machines, mechanics’ tools, etc. 

PEARISBURG, VA.—The Lee Hardware & Furniture 
company has been succeeded by the Pearisburg Hard- 
ware company. 
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